Next Week 
You Will Find 


in “The Recorder” 


Clearance Time 


When the automobile displaced the 
horse it was a comparatively simple 
thing to shoot the horse; now, when 
the machine displaces the worker— 
what then? Next we will need to run 
down the path of progress to create 
a machine that will wear shoes, chew 
wheat and smoke tobacco—Eureka! 

In a world of surpluses comes in- 
ventory time—a taking of sizes, a re- 
valuation of men, business, institutions 
and industries. All the world has taken 
stock at one time—result clearance 
season. 

All, however, is not clearance in July, 
far from it if the shoes have what 
Dick Sherrington terms “come in and 
buy me”—so midseason shoes have a 
place for a profit in the six weeks prior 
to early fall opening. We see in the 
moccasin-type pattern a newness that 
is style-stimulating. For men it should 
be the early fall sport shoe, for it- has 
much of the fitting values of the old 
hi-toe when Barry’s Pump was the 
world-wide sensation, so for every man 
an extra pair in moccasin pattern. For 
every woman a moccasin pattern, for 
it flatters the foot in every type from 
outdoor to ballroom—so we show in this 
issue a new type of pattern which 
says “come in and buy me.” 

* * * 


Findings Come Back 


In store technique—a way is shown 
to conceal the old fitting stool that has 
barked the shins of every clerk—and 
findings come back on the shoe store 
counter with a thump to the cash reg- 
ister—shoe service loses its snooty-ness 
and penny profits are welcome because 
more customers mean more contacts. 
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The VOICE of the TRADE 


Sports graduation is 
the latest plus sign put upon Na- 
tional Sports Shoe Weeks. Grad- 
uates of the Milwaukee University 
School were diplomaed wearing 
white flannels and sport combina- 
tion footwear in black and white. 
This wave of sport shoe demand 


bye 


has swept the country from coast 
to coast, with extra interest in the 
South and on the Pacific Coast. 

An industry was caught short 
on sizes in men’s sports footwear 
to such an extent that factories 
are cutting men’s shoes even 
though deliveries will have to be 
made later than the ordinary dead 
line, and regular prices will be 
necessary into August. 

Tanners were caught short on 
men’s white leathers and sports 
colors and prints. Many shoe fac- 
tories “tender in the sun,” now re- 
gret their lack of sport shoe cour- 
age and are setting plans for a 
Fall and Winter sports moccasin 
season because their selling sea- 
sons are best “in the shade.” 

* * * 


When is formality 


not formality, or just where should 
one draw the line between formal 
attire and sports wear? While the 
Milwaukee University School 
graduates were wearing black and 
white sport shoes with white flan- 
nels, senior class boys of Great 


AND SHOE 


Neck High School, on the ultra 
exclusive North Shore or “Gold 
Coast” of Long Island, where New 
York millionaires dwell in  se- 
questered grandeur with a few 
stage celebrities, literary folk and 
journalists to lend distinction, re- 
ceived a graduation clothes pre- 
scription that read like this: 
Dark blue coat, white flannel 
trousers, white shirt, dark blue tie, 
black stockings and black shoes. 
It appears that some of the boys 
of the class raised a question as to 
the propriety of sport shoes, only 
to be told by the school authorities 
that they were not sufficiently for- 
mal for the occasion. One can 
readily understand the viewpoint 
that graduation calls for a certain 
formality of attire, but the ques- 
tion remains, if the white flannel 
trouser blue coat combination is 
appropriate, why not sport shoes? 
Since the sport shoe has attained 
such wide acceptance, it would be 
well to have a little more definite 


/ 
WHIZ 
We 


— 
— 


understanding in the minds of 
everybody as to what sort of ap- 
parel and what sort of occasions 
call for its use. A correct under- 
standing and observance of the 
proprieties makes not only for a 
better dressed nation, but, in the 
long run, for more suits of clothes 
made and sold, more pairs of 
shoes, more profit for merchants 
and manufacturers, more wages 
and, eventually, more prosperity. 
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Strange salesmanship, this 
attempt on the part of Pullman 
conductors to sell a section instead 
of a berth, for they go about it 
as if their jobs depended upon 


high pressure. For years, the con- 
ductor was impersonal, impressive 
and impervious to customer con- 
tacts and now he cuts a pathetic 
figure, as does the telegraph clerk 
tweedling out a message for 
Father’s Day, and the porter sell- 
ing the idea of a trip to the diner. 

They all go about it like ama- 
teurs, but we will say this: they 
now prove all the world can sell 
something and salesmen no longer 
are born capable but are made able 
by the urge. 

In a western store, the boss— 
in his anger—said he would fire 
any salesman who did not sell at 
least three pairs of black kid shoes 
today. He was so mad about it, 
since whites and colors were the 
only sellers, that when the day’s 
record was taken only. one sales- 
man had missed out by one pair. 
The ‘boss apologized the next 
morning for his temper and said 
he didn’t mean it—but it proved 
conclusively that salesmanship can 
be made effective over a complete 
stock rather than by playing 
clerk’s favorites. 

Present conditions place an 
added premium on salesmanship 
plus sales supervision. 





This time of year the 


sun is shining about 18 hours each 
day that it doesn’t rain way up 
North in Alaska. It’s great 
weather for sport shoe selling. 
And, according to “the lone shoe 
man of Alaska,” as Charles Devlin 


dubs himself, there’s going to be 
a big sport shoe business this sum- 
mer with the tourists. 

“For the past two years they 
have told me they can’t get them 
at home,” says Charles. So he has 
his windows full. All boats stop 
at Juneau for several hours, dur- 
ing which time every one goes 
ashore. That’s when Devlin gets 
in his good work. Next to sport 
shoes come pumps in all colors in 
the high heels, with sandals a close 


second. 
oa ok ok 


A record turnover 
representing an increase of more 
than one hundred per cent over 
the previous year’s business, was 
the outstanding feature of the 
New York Hide Exchange during 
the year ended June 3, 1931. Dur- 
ing the last five months the volume 
of business transacted was almost 
two hundred per cent larger than 
during the same time in 1930, the 
total volume for the year being in 
excess of a half billion pounds. 

During the year under review 
hide prices fluctuated widely, 
which is characteristic of this com- 
modity inasmuch as hides are pri- 
marily a by-product of the meat 
packing business and therefore it 
follows that the supply of hides is 
not increased by the demand for 
leather nor is the production of 
hides reduced when the leather de- 
mand is curtailed. 


* * x 


Are the prophets who 
predicted that fall would find the 
upturn in business about to have 
their predictions come true? At 
least there appear encouraging 
signs on the horizon for fall shoe 


Ask Me Another 


—lIs our high standard of living justifiable? 

—Yes, according to all the rules of economic 
progress. 

—Mention one reason why? 


—While population has been increasing 60 
per cent, industrial production has in- 
creased 300 per cent. This 5 to 1 ratio 
means that people must use and consume 
more things if industry is to function 
economically. Our greatest problem today 
is how to distribute tickets (purchasing 
power) more equitably so that the neces- 
sary flow of production won't get diverted 
into barren buying territory. 


Lert Tle. 


President. 





business according to Harry G. 
Johansen of Johansen Bros. Shoe 
Co., St. Louis, who says: 

“The first orders for fall shoes 
exceeded our anticipation and the 
reports we are receiving from 
salesmen are optimistic. Sufficient 
volume is being done on our new 
lines so that we are cutting ap- 
proximately 3000 pairs per day.” 


* * * 


F rank L. Weyenberg 
of Milwaukee celebrated the big- 
gest sports shoe week in men’s 


orders in the history of the 
Weyenberg organization. He 
would gladly have paid a premium 
on five thousand pairs of a hand- 


fe 





thonged moccasin sport shoe to 
have been able to make immediate 
deliveries thereon. 

He gives a word of caution to 
retailers in holding off clearances 
on sports footwear until Aug. 1. 
Many men wait until after the 
Fourth of July for the inevitable 
cut-price sale and this is one year 
to fool ’em by holding tight to 
much wanted footwear salable in 


season. 
* * * 


Witiis R. Fisher, president 
of the A. C. Lawrence Leather 
Co. was behind the bat, and A. F. 
Hunt, vice-president, in the pitch- 


er’s box, when the A. C. Lawrence 
baseball nine began its season, and 
scored a victory for the beginning. 
Mr. Fisher and Mr. Hunt retired 
to make way for the regular bat- 
tery after they set the winning 
pace. Why not come out of the 
office, the factory or the store and 
start the game in the right way? 


* * 


John’. Hodge 
rises to inquire what will become 
of the shoe salesman who has 
spent many years in fitting good 


shoes when today the country is 
flooded with cheap merchandise oi 
inferior fitting or wearing qual- 
ity. This Savannah merchant be- 
lieves it possible for retail shoe 
men to create a better demand for 
good shoes, or as he so well ex- 
presses it: “For better shoes solc 
right.” 


*x* * * 


"There is a decidedly 
forward look in the viewpoint of 
Daniel S. Josephson, who has 
conducted a going shoe store in 
Trenton, N. J., these many years. 

“We believe that with conditions 
improving our burdens should be 
easier. That is, we should an 
must get a bigger margin of profit. 
If we cannot sell at the proper mar- 
gin, there is no sense in selling. 
When we can get our mark-up 
high enough and our expenses low 
enough, we will then have put our 
business on a sane footing.” 


* * * 


This sun-fad has gone 
the limit. On the Pacific Coast 
and in spots through the West, 
you will see young men playing 
tennis, cutting grass and work- 
ing at odd jobs in the half nude. 
To get the maximum of sun, 
they - wear absolutely nothing 
above the belt. Pity the shirt. 
collar, tie, hat and vest stores i! 
this fad continues. 
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Charles Ault, president 


and treasurer of the Ault-William- 
son Shoe Co., of Auburn, Me., be- 
lieves most heartily in the theory 
of cooperation between manufac- 
turer and merchant. 

“We have always considered,” 
he writes, “that every merchant 
has a responsibility to his manu- 
facturer, just as every manufac- 
turer has a responsibility and ob- 
ligation to his customer—the mer- 
chant. The merchant’s responsi- 
bility is to allow his manufacturer 
time enough to make his shoes 





properly, to the end that all may 
reap the benefit of steady business, 
placed regularly instead of spas- 
modically. 

“No good merchant can afford 
to postpone buying for the fall 
season later than July, if he is to 
be sure of delivery when he wants 
his shoes. It is the same old story 
—all the factories in the country 
cannot produce enough good shoes 
to supply their customers in the 
short time asked by many mer- 
chants, and those who place their 
orders late usually do not get the 
good quality product obtained by 
those who give the manufacturer 
time enough to do a thoroughly 
good job. 

“Merchants who attend the Bos- 
ton Shoe and Leather Fair are go- 
ing to be agreeably surprised by 
what they see in Maine footwear. 
For several years Maine has been 
developing better types of shoes 
and has advanced, by intensive 
study, to an enviable position as 
far as intrinsic value and quality of 
product are concerned—shoes styl- 
ish in appearance, good fitting, at 
prices that are favorable because 
of the good manufacturing condi- 
tions which prevail throughout 
the State. Maine products are 
made by skilled workmen of a high 
type—citizens of Maine, interested 
in the development of the busi- 
ness with which they are so closely 
associated.” 
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Ou: hats are off 


to the Jarman Shoe Company of 
Nashville, Tenn. for although 
only six years old, this company 
has outgrown its headquarters 


four times. In a few weeks ad- 


ditional factory space will be 
ready for Fall production. The 
new construction adjoins the cen- 
tral factory and is a one story 
building, to which second and 
third floors will be added when 
required. The new factory will 
increase the output from 6000 to 
9000 pairs daily and some 1700 
persons will be employed instead 
of 1100, as at present. 

This Nashville company markets 
its shoes in every State of the 
Union and in eighteen foreign 


countries. 
* *« *£ 


G. E. Musebeck 


accepted the challenge of Henry 
Ford who said it was possible to 
build one shoe and sell a large 


An) 


at ee 





percentage of men one size, one 
style, one width in the center of 
demand. Ford had said as far 
back as 1918 that he might be 
tempted to show the shoe world 
the absurdity of so many sizes, 
widths, heels, lasts and patterns. 

So, recently, at the Musebeck 
shoe factory at Danville, IIl., a 
few model pairs of average shoes 
were made. The last was created 
with scientific precision, for it was 
midway between 8 and 8% in 
length and midway between a “B” 
and a “C” in width, with an allow- 
ance for extension compensating 
average foot measurements. _ 

The final shoes were sizeless. 
The test followed when G. E. 
Musebeck sent the shoe to a tan- 
nery superintendent in Wisconsin 
for trial fitting on one hundred 
men and it was approved by forty- 
three men who said it was their 
size and fit. Then the model shoe 
went to an eastern factory and was 
self-fitted by one hundred men 
and, believe it or not, some fifty- 
two men were satisfied as to its 
comfort. 

We carry the story no further 
but’ point out that abroad they 
have only two sizes—too long and 
too short. 
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Here’s a cartoon from the Recorder of February 7, 1931, reprinted with a purpose. “Is 
an Industry to Lose a Spring Season for Want of New Shoes?” asked the Recorder in 


its caption. 


Recent developments have served to give added point to the inquiry. Arthur 


D. Anderson, editor of this publication, wires from the Middle West: 
“An industry was caught short on sizes in: men’s sports footwear to such an extent that 
factories are cutting men’s shoes even though deliveries will have to be made later than 


the ordinary dead line.” 


Merchants who were far-sighted enough to cover their sport shoe requirements ade- 
quately, however, may congratulate themselves with the fact that “regular prices will be 


necessary into August.” 
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Here’s a somewhat different angle 
on a subject that is being widely 
discussed nowadays. The article 
was written by a man of long ex- 
perience in actual banking, but it 
expresses the viewpoint of the 
merchant rather than the banker. 
The RECORDER realizes that there 
is another side of the story and will 
be glad to present the more con- 
servative banker’s viewpoint in 
another article to be published in 
a forthcoming issue. 


| Money 
1S 


Money is cheap; try and get it. 
Everywhere in this country today, business men, 
businesses and whole communities are being paralyzed 
for lack of bank credit. In the midst of a glut of 
money, with rates at record lows, with the Govern- 
ment unable to stop the flow of gold into the country, 
business men cannot get the money they need to carry 
on. They cannot buy or sell; they cannot maintain 
employment ; they cannot help in bringing back pros- 
perity because they cannot help themselves. 

This condition has been growing steadily worse 
during the past year and there are no signs of its 
getting better. The total of Federal Reserve credit 
outstanding is at its lowest in about seven years. The 
outstanding credit of the banks of the country was 
three billion dollars less at the beginning of this year 
than it was in October, 1929. Nearly two billions of 
indebtedness has been paid back to the member banks 
of the Federal Reserve in the past year. Where has 
this money gone? 

The country banks have dumped their funds into 
the New York banks because they couldn’t use the 
money ; the New York banks don’t know what to do 


with their own. Scared dollars are running away 
from long term commercial investments and are fall- 
ing over themselves to get into the short term money 
market, unattractive as it is. As a result, leading 
New York banks have had to get together to keep up 
the call money rate; to keep outside money from be- 
ing practically given away to stock buyers. 

The international bankers lie awake nights and the 
heads of the great central banks of the world dash 
mysteriously across the ocean to try to stop the flow 
of gold into the United States. We are joyfully re- 
assured that the huge gold surplus in this country has 
been “sterilized,” made ineffective in the economic 
activities of the country. Not many years ago, we 
were warned against the sinister dangers of tainted 
money ; but more disastrously evil has been sterilized 
money. 


The Federal Reserve Bank in 
New York officially declared the other day that “Re- 
cently it has been reported that the banks are exercis- 
ing an unusual degree of care in the selection of 
paper.” Care for what? Care for whom? 
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We are told that the reduced amount of credit is 
due to a reduced demand and that it reflects the re- 
duced volume of business. Does it? Isn’t it truer 
that the reduced volume of business reflects the re- 
duced volume of credit? 

The Federal Reserve banks have done their utmost 
to stimulate business by lowering money rates and 
cheapening credit. But nothing has happened because 
the only way in which low rates and cheap money can 
be effective is through the commercial banks ; and the 
banks are the neck of the bottle. Money is cheap, but 
even the railroads cannot carry out the program of 
consolidation because they cannot get the necessary 
financing. Then what chance has the little corner 
store or the man with the little factory? 

Everybody knows, because the bankers never cease 
telling us, that business runs on 
credit. But are they telling us that 
without credit, business must stop? 

Business can’t “freewheel” forever ; 
it can’t even start if its batteries are 
run down and there’s no gas in the 
tank. It would seem that our 
bankers cannot tell the difference be- 
tween cutting the gas and putting on 
the brakes ; they don’t seem to be able 
to tell the difference between putting 


The banker 
looks at the 
balance sheet 
and shakes his 
head. 


‘He sees figures on the state- 
ment. The banker does not 
see the business. He does 
not see the human beings 
dependent on that business. 
He does not see the prosper- 
ity which depends on that 
business and on the thou- 
sands of other businesses 
which are in the same posi- 
tion. He sees a man asking 
him for a loan; he does not 
see America asking him to 
give back the prosperity he 
is withholding.” 
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on the brakes and throwing a monkey-wrench into the 
machinery. 

We are told that the banks were caught with frozen 
assets; but frozen assets cannot be thawed out with a 
cold shoulder. As a matter of fact, there is more 
than enough in liquid assets available to the banks to 
start and keep business running at a normal speed. 

We are told by the bankers that we must proceed 
cautiously and conservatively; that what we need is 
sound and conservative banking. What is sound? 
What is conservative? What right have bankers to 
talk about soundness and conservatism after the ex- 
hibition of 1929? How can they use these words 
while we are still reading of banking in Florida, Ten- 
nessee, Illinois and New York? When corporation 
heads were warning investors that the stocks of their 

companies were absurdly high, 
the bankers were lending money 
to speculators at absurdly high 
levels. Who was then sound and 
conservative ? 

Is it a sound and conservative 
credit policy to use forcible feed- 
ing for a year and follow it by 
starvation for two years? 

There has been heated discus- 
sion as to whether the bankers 
are plotting the deflation of 
labor. Whatever uncertainty 

“there may be about this, it is cer- 
tain that the American business 
man has been thoroughly deflated 
already. 

Is this credit policy of the banks a gigantic con- 
spiracy in restraint of trade? No. The word “con- 
spiracy” implies knowledge, foresight, intelligent plan- 
ning and control. The credit policy isn’t even a pol- 
icy. The truth is that the bankers do not know what 
the condition of business will be a year from now; 
or if they do, they have no faith in their knowledge. 
They are not planning credits with any concern either 
as to the availability of money or the needs of busi- 
ness. They have control over their own funds but 
they do not respond to any attempts to control the 
situation as a whole. They are waiting for business 
to pick up, not realizing that business is waiting for 
them. It is all as much a conspiracy as a bunch of 
kids playing hide-and-seek in the dark. 


When a business man goes 


to a banker for a line of credit these days, the banker 
sees only a sad and weary man with his hat in his 
hand, trying to pretend that his assets and his profits 
are good when they are really bad. He looks at the 
balance sheet and at the last statement and shakes his 

[TURN TO PAGE 78, PLEASE] 





ROBERT B. COONS 


The merchandising of men’s shoes presents 
primarily the problems of withstanding intense com- 


petition and achieving profitable turnover. The 
former difficulty is shared by many other industries 
but the latter is a handicap which applies only to those 
articles whose distribution is complicated because of 
a necessity for stocking an unusually large number 
of units in order to maintain the required size range. 
Competition is rife in the men’s shoe business be- 
cause of the over-supply of raw materials and the 
excess productive capacity of our shoe factories. It 
is a known fact that America’s potential capacity for 
producing men’s shoes is about three times its pres- 
ent rate of consumption. Obviously with produc- 
tion so far out of line with consumption, evils exist 
which are not easily remedied. 

The operation of three general merchandising 


Merchandising 
MEN'S 
SHOES 
Ata Profit 


By ROBERT B. COONS 


Buyer of Men’s Shoes for R. H. Macy & Co. 
an &A A 


Besides being one of the outstandingly success- 
ful retail organizations in the country, Macy’s in 
New York has been and is doing a very fine job 
selling men’s shoes. It is, therefore, with a great 
deal of satisfaction that The RECORDER presents 
this study, the introductory article in a series of 
three, on merchandising men’s shoes by Mr. Coons. 

In subsequent issues the subjects of stock- 
keeping and sales promotion of men’s shoes will 
be discussed by this same authority. . 


Vv wT VW 

fundamentals are involved in order successfully to 
merchandise men’s shoes and, in conducting this 
operation, one must always be cognizant of competi- 
tion and slow turnover. The three merchandising 
fundamentals are— 

1—Selection 

2—Stockkeeping 

3—Promotion. 

Let us assume that we have a department or a 
shop which has all the physical attributes of a retail 
shoe business except stock. The first job is to de- 
termine price lines. It can never be proved that 
prevailing price lines are the best possible price 
lines, but an intelligent survey will indicate what 
they should be. The three important factors to be 
considered are: 

1—The cost of merchandise. 
2—The buying habits of the public. — 
3—Competitor price lines. 


Obviously price lines are largely dependent upon 
the cost of goods and it is generally true that manu- 
facturers make goods within a definitely limited price 

[TURN TO PAGE 109, PLEASE] 
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Pama Doclamation 


“I am pleased to note that the Boston 
Shoe and Leather Fair will hold its twelfth 
annual event at the Hotel Statler, July 7, 8 
and 9, 1931. 

“The outstanding success of this annual 
occasion has been due to: 1. The wonderful 
hospitality that the New England Shoe and 
Leather Group has established; 2. Because it 
is staged at a time of the year when the 
retailers of the United States find it con- 
venient and practical to get away from their 
regular businesses; 3. It is opportune to re- 
view the market at this particular season; 
4. Its effect is to direct the thought to the 
six months period ahead. 

“The National Shoe Retailers Association 
extends its greetings and good wishes to all 
who participate in your fair, either as ex- 
hibitors or as buyers, and sincerely trusts 
your twelfth annual fair will prove to be 
most successful.” 

















12th Annual Boston 
& Leather Fair~ 
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Business First tn Boston 


But There'll Be Time Enough to Go Places 
and Do Things When Buyers Gather for the Fair 


Encoursged by the recent increase 
in shoe production, New England manufacturers, 
now making 35 per cent of the nation’s footwear, step 
briskly into the picture July 7, 8 and 9 with their 
twelfth annual Boston Shoe and Leather Fair. Further 
encouragement is stimulated by the belief that the 
turn has come in the business cycle. Within the last 
two- weeks, a round dozen conservative business 
leaders have publicly announced their belief that the 
trend is now definitely upward; that conditions will 
be better in the fall than they were last fall; that the 
public, gradually recovering from its fears, will buy 
in larger volume and even in better grades. 

Assurance is made doubly sure by the presence in 
Boston within the last three weeks of groups of 
chain store buyers whose commitments have been suf- 
ficiently large to signify their confidence in the future. 

That this three-days show, opening in the Hotel 
Statler on July 7, should be a buying event of major 
importance goes almost without saying. That it will 
be is the sincere belief of men of high standing in the 
allied trades. 

This is to be a show without ‘a runway. Its sponsors 
feel that while runway shows make delightful spec- 
tacles, they do not give the merchant nearly as good 
an opportunity to compare entire lines as does the 
sample room method of display—adopted this year. 
On four floors of the Statler, under one roof, the 


merchant may examine, compare and make his selec- 
tions from nearly 100 representative New England 
lines. Allied industries have been allotted room in 
the: big banquent hall on the mezzanine floor and in 
adjoining parlors and private dining rooms. Manu- 
facturers from other centers will be housed, with their 
lines, at other hotels. 


Bu there has been no thought 
of curtailing entertainment. The shore dinner with 
its program of sports; the golf tournament ; visits to 
up-to-date factories in Boston and vicinity—these will 
be much as usual, only more so. The major portion 
of the entertainment will be confined, however, to the 
first day of the show. 

The golf tournament will be held all day July 7 
on the course of the South Shore Golf Club in 
Hingham, quite close to Pemberton where the shore 
outing is to be held. At the conclusion of the tourna- 
ment, transportation will be provided between Hing- 
ham and the scene of the Shore dinner—which is to 
start promptly at 8 o’clock. Non-golfers who prefer 
a harbor ride will leave Boston by boat at 1 o’clock 
in the afternoon. Stetson band will play. 

For whichever of these events the merchant casts 
his vote, he should register as early as possible on 
Monday morning at the registration booth on the 
mezzanine floor of the hotel. 
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The always popular motor coach trips have also been 
planned for visiting women. This will be held on 
Wednesday, May 8, and present plans call for a swing 
around historic spots, luncheons, dinners and other 
features which will serve to while away the time. 

All of these hospitality features have been placed 
in the hands of the three traveling men’s associations 
which have their headquarters in this city—the Boston 
Shoe Travelers’ Association, the Southern Shoe Trav- 
elers’ Association and the Boston Shoe Associates. 
Visitors who so desire can also arrange for transpor- 
tation to Beverly where a trip can be made through 











Chairman of Ladies’ Outing Committee—Miss 
Helen M. Haney. 

The following are the official committees for the 
fair: 

Registration Committee-—-Thomas A. Delany, 
chairman; Harris M. Barnes, P. J. Barry, D. R. 
Carr, Jere A. Crowley, Ernest T. Fogg, George W. 
Foster, A. P. Guild, John W. Higgins, L. A. Hunt, 
Charles E. Joss, —H. W. LeFavor, Harry P. Lynch, 
E. S. Murray, H. P. McNulty, William Noll, W. M. 
Oakman, C. O. Quimby, John S. Whittemore, John 
F. Sullivan. 


the giant factories of the United Shoe Machinery Cor- 


poration. 

Committees which have 
been working hard on the 
show for several weeks 
must again be given 
credit for their share in 
the coming fair. They 
are as follows: 

Executive Committee— 
William J. Fallon, presi- 
dent; Major Charles T. 
Cahill, director of exhib- 
its; Charles C. Hoyt, 
treasurer ; Thomas F. An- 
derson, secretary and man- 
aging director. 

Chairman of Publicity 
Committee—George M. 
Rand of Tolman Print, 
Inc., Brockton, Mass. 

Chairman of Hospital- 
ity Committee—John S. 
Whittemore, president, 
Boston Shoe Travelers’ 
Association. 
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Committee for 
Lovely, chairman; 


Golf 
F. D. Armstrong, 








PROGRAM FOR BOSTON FAIR 


July 7—10 A. M. Registration, mezzanine floor, Hotel Statler. 
Fair Opens at 2 P. M., Hotel Statler. 
All day golf tournament at South Shore Golf Club in 
Hingham with prizes for winners in classes. 
| P. M.—Steamer leaves Rowe’s Wharf, Boston, for 
harbor ride, sports at Pemberton and shore dinner 
which will be attended, also, by the golfers. 
Fair closes—10:30 P. M. 


July 8—Fair opens at 10 A. M. 
Orchestral music program morning and afternoon in 
banquet room, Mezzanine floor, Hotel Statler. 
Sample room and banquet hall exhibits. 
9 A. M.—Motor coach trip for visiting ladies. 
Fair closes at 10:30 P. M. 


July 9—Fair opens at 10 A. M. 
Orchestral music by “Rigadoonettes.” 
Sample room exhibits and mezzanine floor exhibits. 
Fair closes at 10:30 P. M. 


Three important meetings of national associations will be 
held in Boston during the progress of the show. These are the 
board of governors of the National Shoe Travelers’ Association, 
most of whose officials will be in attendance; the executive 
committee of the National Shoe Wholesalers’ Association, 
which will be held July 8; and the directors of the National 
Shoe Retailers’ Association. 
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Tournament—George J. 
Albert N. 
Blake, Frank M. Bohr, 
Boston, Mass.; Leonard 
Burdett, L. B. Cubbison, 
Albert F. Doyle, Clayton 
F. Emerson, Perley G. 
lint, Charles H. Furber, 
D. R. Goodin, Charles T. 
Heald, Charles S. Hoar, 
John T. Hollis, Arthur D. 
Knight, W. H. Larkin, 
Paul O. MacBride, Karl 
E. Mosser, Marshall Naz- 
ro, Lester E. Packard, 
Gould S. Pitcher, D. F. 
Quigley, Frank P. Row- 
botham, Guy E. Small, 
John L. Stanton, James 
H. Stone, Edric R. Tay- 
lor, George White. 
Dinner Committee — 
Charles O. Quimby, chair- 
man; Sydney L. Curry, 
C. E. Joss, Waldo M. 
[TURN TO P. 104, PLEASE] 

















The black suede three-eyelet oxford 
pictured above features a new side 
buckle in copper or dulled silver. This 
type is expected to sell in popular 
grades for dressy afternoon wear. 


Japanned leather in brocaded design 
is used to accomplish the pattern il- 
lustrated below. Four and six dollar 
sellers may be made in this base with- 
out the hazard of peeling or cracking. 

































































Two-toned sport oxford built on ortho- 

pedic lines is shown above. The center 

buckle and throat strap is finding favor 

in these popular grades of merchan- 
dise styled for sports wear. 


New theme in orthopedic footwear for 
afternoon. The uneven throat detail 


“and the pull under the arch accom- 


plished by the two straps is a new 
expression of the dressier footwear. 
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Footwear Colors for Fall 

















Brown kid three-eyelet oxford with 


laced leather inlays. This type of 

footwear is featured in popular priced 

lines and is worn as a contrast for 
greens, brown and wine tones. 


Black kid daytime shoe with perfora- 

tions underlaid in white. The straight 

breasted Cuban heel in medium heights 

is the popular number for volume 
sales in early fall selling. 
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Brown suede opera with the full throat 
and roomy opening. The lustre trim 
has a coppery cast which is being used 
in finer grade merchandise. Note the 
exceptionally high breasted heel. 


Two-toned comfort type in a tailored 
six-eyelet oxford. Two shades of 
brown are used in this case to ac- 
complish contrast and add smartness. 
Shield tip and fancy quarter. 


Wr 
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Fall Footwear Irends 


Dark brown kid sub-deb type made 
with the built up leather heel and the 
new square toed theme in perforations 
and stitching. A splendid all day shoe 
for the business girl. The built up 
leather heel is again a fall feature. 


Very new type of a gored throated 
pump with tailored bow to conceal 
the vamp spread. The sweep — 
on the quarter line hugs the side line 
and carries out the spirit of the de- 
sign. Should sell across country. 



































Black kid self underlaid. The stitches 

and perforations are new in spirit 

terminating in cluster toe perfora- 

tions. The four eyelet oxford is a 

strong seller in volume black shoes 
and will continue. 


Oxford with new detail-of perforation. 

The brogue line is now lightening up 

in appearance with the help of light 

perforations, especially in scroll and 

dot patterns. This low heel number 
is being bought by grown ups. 
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Dressier type of street shoe with suede 

saddle. This step-in last carries a 

little narrower swing and a covered 

heel suitable for the young modern. 

It is a type that will enjoy favor in the 
school and college sets. 


For the older girl the i. tongue 


pump is being exploited. This shoe 
has all the fit of the oxford but carries 
a built up pump swing. The high side 
line gives control. A good practical 
walking type with style and swank. 





Full toed quality number with brogu- 
ings and perforations:— The cut of the 
tip is decidedly English in spirit, the 
heel being a lift or so higher this 
season. Leather thong lace and per- 
forations add a sporty touch. 


Wide toe Blucher type four eyelet 
oxford suitable for the young child. 
Medium brown Russia is used in this 
spring heel number. Elk leathers are 
also suitable. Flexibility and toe 
room are of prime importance. 
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‘LASTS TO BE FIRST IN 


Popular Grades Show Pointed Toe Trend 





Tish is something really new 
this fall in the styling of men’s shoes. In recent seasons 
changes have consisted mostly of new patterns, different |ea- 
thers or funny hardware. The difference this season lies in the 
fact that the extra pair appeal will come from new lasts. In 
other words, it will be a question of wood rather than material 
or design. The last will be the leader in forcing extra pair 
sales. 

Take the last in the French family for example. There are 
about fifty different varieties, all salable, all in good taste. 
Some are wider, some narrower, some have square toes, some 
are round. A few years ago a shoe manufacturer would not 
think of putting in a new last if he had something quite similar 
in stock. Now they never stop experimenting with new types 
of lasts. The introduction of new wood undoubtedly. proved to 
be a wonderful sales stimulus to the entire industry, in that it 
has furnished a real sales appeal. 

There is at the present time a decided trend for narrow toes 
in winter shoes, both in the far East and the far West. Chicago 
took to them at once, as did Cleveland, Buffalo and Pittsburgh. 
But for some reason Detroit men did not evince any great in- 
terest in this new type of footwear. Some of the Central States 
bought a few of the narrow toes, which caused some little 
surprise. 

High school boys are still buying rounded balloon toes for 
fall. This is a slightly modified or refined balloon as the trade 
knew it last season. The full balloon is still good in some of 
the smaller towns. Even New England is commencing to ask 
for some of the narrow toes, but except for the larger cities 
these shoes are being bought very sparingly. There is plenty 
of talk about the narrow toes with the 10/8 heels in the South. 
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MEN'S SHOES FOR FALL 


as Do Also the Higher Price Lines 





but few orders. Many buyers express a doubt if the South and 
Southwest will ever take to these types. A new narrow toe 
just brought out this season, which is even more pointed than 
those previously shown, was put in lines with fear and trem- 
bling. To the surprise of all it sold very well, from Pittsburgh 
and Buffalo eastward. Broad toes are still good in the South 
among the high school boys who cling to the clatter stuff. 

All this has to do with the popular priced footwear, that is, 
men’s shoes retailing at $4.00, $5.00 and $6.00. In these grades 
of shoes, a check up of a number of factories shows that tan 
grain and combinations of tan grain and calf will run from 
20 to 30 per cent of the total orders. Along the Atlantic Coast, 
south of Washington, grains are still good. Between the Alle- 
ghenies and Mississippi, grains and grain and calf combinations 
are particularly good. Colors in this instance will outrun blacks 
9 to 1. 


Naadtiend the country there is 
considerable interest in shoes made of dull finished calf, vamps 
and quarters with bright finished wing tips and sole foxings. 
These shoes will run 85 per cent to 15 per cent brown. New 
England will buy heavy grains again. Several practical sec- 
tional shoes are in the fall lines as all-over grains with heavy 
soles for the northern part of the country. The “heavy grain 
belt,” judging from real orders and inquiries, extends from 
coast to coast along the Northern part of the country. Heavy 
boarded veals are taking the place of grains in many buyers’ 
opinions. The rich looking printed leathers with a medium 
grain go very well with this year’s clothing. 

The South is taking to the combination of calf and grain in 
black and colors. That part of the country is buying two tone 
[TURN TO PAGE 78, PLEASE] 
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Boys Shoes Just Like Men's 


Instead of Following the Recent Trends 
Junior Styles This Season Are Even Up 


Styles in boys’ shoes have always 
followed men’s in a measure, but this fall will see 
them running an even.race in the matter of lasts, 
materials and designs. There has been a tremendous 
forward step in the making of boys’ shoes in the 


past year. Manufacturers for the most part are 
paying considerable attention to those requisites shoe 
merchants have been asking for, namely, flexibility, 
stability and extra good fitting lasts. 

Every mother likes to have her boy’s shoes fitted 
fairly loose, and nearly every boy refuses to wear 
a shoe if it comes anywhere near touching his foot. 
To overcome this, manufacturers are paying con- 
siderable attention to new lasts that have extra good 
fitting qualities. Pear shaped heels that hold the 
foot in place are being seen in many lines. 

The biggest development in the fitting qualities of 
men’s lasts in the past few seasons has been in the 
back part. .This is also being carried out in several 
of the boys’ lines. Soles so flexible that they will 
not spring off are being used quite extensively in the 
better grades. That all calls for good shoemaking 
and good materials, so it applies only to those boys’ 
shoes retailing from $5.00 to $6.50: 

In several of the large eastern cities, the new nar- 


row toe last is meeting with considerable encourage- 
ment. A typical shoe of this character is shown at 
the top of this page. For comparison purposes the 
toe of the sole of a size 41%4-C width shoe has about 
the same fullness as a silver dollar. This is strictly 
a novelty shoe and fits the need of rounding out the 
line for fall. It is not a volume seller and will not 
cut into the volume trade, so one black and one tan 
is sufficient for a store having a trade that will ap- 
preciate this character of footwear. Those merchants 
who have added this last feel that it will be the 
means of picking up many extra pair sales. 

The narrow toe influence is being felt in all boys’ 
lasts, as the rounded toes are unquestionably best 
sellers in the medium priced footwear. The South 
furnishes an exception to this in that southern buy- 
ers are buying the square toes. In the better grades 
the number one shoe is a scuffless leather in the 
Norwegian or elks. Some orders are placed on a 
combination of Norwegian with sharkskin tips and 
heel and quarters. The brown color in this particular 
shoe is outselling the blacks 3 to 2. In the boarded 
calf leathers with wing tips, it is an even break be- 
tween the colors and black. Boarded leathers are cut- 
ting into elk in the popular grades. 
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EXHIBITORS AT BOSTON 


Official List of Firms to Show Lines 
at Hotel Statler July 7, 8 and 9 


i 


Sample Room 


Sample Room 
or Booth 


A 


American Shoemaking, Boston, Mass. 

Arnold Bros. & Company, North , Mass. 
E. R. Apt Shoe Co., Manchester, H. 
Arrow .. Co., East Boston, Mass. 
Avon Shoe Company, Chelsea, Mass. 

Avon Sole Company, Avon, Mass. 
Ault-Williamson Shoe Co., Auburn, Maine 
Ault-Shackford Shoe Co., Auburn, Maine 
Ashuelot Shoe Co., Keene, H. 
Amesbury Shoe Company, Amesbury, Mass. 
Air-O-Pedic Shoe Co., Brockton, Mass. 

F. E, Adams Co., Inc., Newburyport, Mass. 


Bancroft Walker Company, Boston, Mass. 
Barr & Bloomfield Shoe Mfg. Co., Lynn, 
— Shoe Company, Webster, Mass. 
eck E. Belcher Co., Stoughton, Mass. 
Bee er Shoe Company, Boston, Mass. 
Shoe Recorder, New York 
pod Shoe Company, Boston, Mass. 
Boston Quality Shoe Mfg. os Boston, Mass. 
Brown Company, Portland, Maine 
Bradley-Goodrich Co., Haverhill, Mass. 


c 


Cambridge Rubber Company, Cambridge, Mass. 

I. L. Cracovaner, New York 

Chapman-Cox, Inc., No. Easton, Mass. 

© Conaway, Winter Co., Boston, Mass. 
Corbin & Sons Co., Marlboro, Mass. 

Cosh Shoe Machinery Corp., Boston, Mass. 

Clinton Shoe Company, Haverhill, Mass. 

. Cole Shoe Company, Manchester, N. H. 
Corbin-Holmes Shoe Co., Hudson, Mass. 
Conrad Shoe Co., Brockton, Mass. 

W. K. Chandler, Inc., Boston, Mass. 

L. C. oe & Co., B 
. Corcoran Shoe Co., 

a & Crafts Company, ‘Manchester, N. H. 

Clark Shoe Corporation, Lynn, Mass. 

Clayman Shoe Company, Boston, Mass. 

Chenoweth Bros., Boston, Mass. 

Curtis Shoe Company, Marlboro, Mass. 

J.-M. Connell Shoe Co., Inc., So. Braintree, Mass. 

Corcoran-Gleason Shoe Co., Montello, Mass. 

Consolidated National Shoe Corp., Boston, Mass. 

Central Shoe Co., Boston, Mass. 

Crescent Shoe Co., Keene, N. H. 


ass. 


oston, Mass. 
Brockton, Mass. 


D 


Dodge, Bliss & Perry Co.,, Newburyport, Mass. 
Deauville Import Corporation, New York 
Dunbar Pattern Co., Mass. 

De , Cambridge, Mass. 
Daly’s Golden Rul Inc., Lynn, Mass. 
Dartmouth Shoe a, Boston, Mass. 

Doyle Shoe Co., Brockton, Mass. 


Charles A, Eaton Co., Brockton, Mass. 
i Einstein, Inc., New York and Boston, Mass. 
ssex Rubber Company, Trenton, N. J 


F 


Field & ogy Company, Brockton, Mass. . 
Fisher Shoe Company, Rewtery port, Mass. 
Farmington Shoe Mfg. Co., Dover, N 


G 


Gitterman & Co., Boston, Mass. 
Gale Shoe Company, Boston, Mass. 
Gregory & Read Company, Lynn, Mass. 
year Tire & Rubber Co., Boston, Mass. 

Gillis Shoe Co., Inc., Newburyport, Mass. 
The Gill Publications, Inc., Boston, Mass. 
t Goldberg & Sons, Boston, Mass. 

E, J. Gheren Shoe Co., Brockton, Mass. 
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422 
W514, W516, W518 
765 


or Booth 


586 
752 
436 
571 
769, 771 

Parlor “E” 
W520 

755 
4 
405 


580, 582, 584, 


Parlor ‘‘F” 
761 
413 
778 


» 767 
576, 578 
416, 418 

564 


700, 702 
560 

784 

Parlor ““B” 
682, 684 
666 

443 


435, 437 
15, 503 
606 


534 

600, 602 
419, 421, 433 
11 

572 


16 
W508 
407 


H 


Harold Shoe Mfg. Co., Chelsea, Mass. 

Hoague- Seeeaee Corporation, Lynn, Mass. 

High Shoe Mfg. Co., Saco, Maine 7 

F. M. Hoyt Shoe Corporation, Manchester, N. H. 
Holmes-Terhune Co., Boston, Mass. 
Harvard Shoe Co., Boston, Mass. 
Hartman Shoe Mfg. Co., Haverhill, 
Hide and Leather, Boston, Mass. 


J 
Jellerson-Rafter Company, Norway, Me. 
K 


Kimel Shoe Company, Haverhill, Mass. 
Knipe Bros., Inc., Ward Hill, Mass. 

Kleven Shoe Company, Spencer, Mass. 
Kesslen Shoe Company, Kennebunk, Me. 


L 


Mass. 


415 
W716, W718 
W816, W818 


655” 
654 
01, 703 
W504 
w710 


Lane Shoe Co., Lowell, Mass. 

Lenox Shoe Company, Freeport, Me. 
Leader Shoe Company, Rochester, N. H. 
Liberty Shoe Company, Lynn, Mass. 
Lion Shoe Co., Lynn, Mass. 


ny 764 

603 

W614, wei6. Were 
18, 90 
786 
575 
686 


Marlboro Shoe Co., Inc., Marlboro, Mass. 
Merrimack Shoe Mfg. Co., Lowell, Mass. 
Milford Shoe Company, Milford, Mass. 
Milchen Shoe Co., Inc., Lawrence, Mass. 
Frank C. Meyer Co., Brooklyn, N. Y., and Lynn, Mass. 
Melvin Shoe Co., Haverhill, Mass. 
Melanson Shoe Co., Manchester, N. H. 
Made-Well Shoe Co., Haverhill, Mass. 

N 
Haverhill, Mass. 

Oo 
Old Colony Shoe Company, Brockton, Mass. 


P 

Paramode Shoe Co., Amesbury, Mass. 
Peck Shoe Company, Worcester, Mass. 
Panco Kubber Co., Chelsea, Mass. 
Pepperell Mfg. Co., Boston, Mass. 

Q 
Brockton, Mass. 

R 
Haverhill, Mass. 


National Shoe Co., 510 


Arthur G. Quimby Co., 


Rickard Shoe Company, 
Richards & Brennan “ompany, Randolph, Mass. 
oberts Shoe Company, Haverhill, Mass. 
Rebot-Prime Shoe, Inc., Marlboro, Mass. 
Reliance Shoe Co., Beverly, Mass. 

W. B. Rice Shoe Co., Lynn, Mass. 


s 
A. Sandler, Boston, Mass. 
Shoe Form Co., Inc., Auburn, N. Y. 
Shoe & Leather Reporter, Boston, Mass. 
Sterling Shoe Company, Haverhill, Mass. 
—- ~ag og goo Boston, Mass. 
Smart Shoes, 
Shoe & ow Facts, ag ag Pa. 29 
Strout, Stritter Shoe , Lynn, Mass. 662 
Style-All- The-While Last Co., Lynn, Mass. “C* S6i 
Suffolk Shoe Co., Chelsea, Mass. 626 
Seaman & Cobb Co., Hopkinton, Mass. 574 


T 
Tolman Print, Inc., Brockton, Mass. 12 


U 


United Shoe Machinery Corporation, Boston, Mass. 
United States Rubber Co., Boston, Mass. 

United Last Co., Lynn, Mass. 

United Novelty Shoe Co., Lowell, Mass. 

Universal Shoe Corp., Sanford, Me. 

United Shoe Pattern Co., Lynn, Mass. 


Ww 


T. Wright & Co., Inc., Rockland, Mass. 
Winchen Shoe Mfg. Co. Natick, Mass. 


663, 664 
434 

756 

766 

714, 722 
588 

562 

1, 2, 555 
14 

770 

665, 667 
20 


Parlor 


$. 6:27 
Parlor ““D” 
669 

514 


512 
W604 


438, 440 
439, 441 









ARE YOU LOOKING 
FOR NEW CUSTOM- 
ERS AND GREATER 
PROFITS THIS  {oguire about Natural Bridge Shoes, | \ 
FALL? . . - « e« and the Natural Bridge Agency plan. 


They have brought financial inde. 
pendence to hundreds of merchants, 
















Shoes of unusual quality—wide | 
ranges of sizes and widths—satisfy- 
ing style without dead stock hazard 
—liberal policies—established con- 
sumer acceptance—protection for 
agencies—and generous merchan- 
dising and advertising help are some 
of the things which make the Natural 
Bridge Plan worth investigating. 
Write us today! | 







lleturat 


The new Natural Bridge consumer advertising program 
is built around feature broadcasts, blanketing the coun- 
try east of the Rockies, and giving an unusual and 
profitable tie-up to agencies carrying 


NATURAL BRIDGE SHOES 
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WOMEN'S 


SY Oe 
RETAIL 


> 


MEN'S STYLES 
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NATURAL BRIDGE 
SHOEMAKERS 


Division of Craddock-Terry Co 
LYNCHBURG, VIRGINIA 


New England Distributors— 
McIntosh Co., Springfield, Mass. 









Pacific Coast Branches 
CRADDOCK-TERRY COMPANY 


San Francisco, Cal. Portland, Ore. 
‘ New York Office—Marbridge Building 
[ N ‘ Chicago Office — Republic Building 
JUNIOR 
TV LeS GOOD TO THE FOOT 
abd LS { GOOD_TO THE EYE 
° GOOD TO THE 
n POCKETBOOK 
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The shoes your customer wears 
most often are the style-utility 
shoes; presentable for any day- 
time occasion and with a variety of 
costumes. To such shoes the RAJAH 
LIZARD gives smartness and service 

assurance. 


RAJAH has won millions of friend- 
ships. Its acceptability is no ex- 
periment; its fitness into the 
fashion picture of Autumn, 
which calls for tone mix- 

» ‘tures, isvery definite. 


Be sure to see RAJAH in the coffee shade... the coloring so 
enthusiastically sponsored abroad which is already 
im volume favor here. 


SC ree, 3 
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LUMBARD 


ARCH SUPPORTING 


SCIENCE 
IS DEVELOPING 
LIGHTER 
BUT 
STRONGER 


AUTOMOBILES 


AIRCRAFT 


les: 


PACKAGES 


AND 
LUMBARD 
HAS DEVELOPED 


A lighter but stronger Turn 
Shoe—extremely flexible yet 
with a sole up to 12 irons. 
The exclusive patented Turn- 
arch methed of construction 
does the trick. 
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TURNS 


ESEARCH and painstaking ex- 
perimentation have developed 
this Nu-Feeture-Turn shoe that is a 
revelation in affording all the merits 


that turn shoes have always enjoyed 


with these additional advantages: 
They need no breaking in. 


They have absolutely smooth 
linings. 


The wear comes in centre of the 
sole where it belongs. 


They HOLD THEIR SHAPE. 


Can be made of Kid, Calf, Fabric 
or Patent. 


These Genuine Hand Turned shoes 
can be retailed from $3 to $7 
through Lumbard distributors. 
There is one near you! 


é 
Caz) 4) 
~ GENUINE ““%& 
HAND TURNED Op 
"MJ TURNARCH SUPPORT Be 
ee 


ui 
H.G.LUMBARD 


H. G. LUMBARD 
SHOE CO. 


AUBURN, MAINE 
Boston Office W. 0. STEVENS 


54 Lincoln St. J. D. LUNN 


MANUFACTURERS OF COMFORT AND DRESS TURN SHOES THAT 
HOLD THEIR SHAPE 





No. 645—Black Ru 
Tip, bs wa 10/8 
B, C, D, E, and EE a 





No. | 182—Black Ruby Kia; Five 
e; 13/8 Heel. Instock 








No. 112—Two-Strap, 
Bendel: 12/8 Heel. Instock 
D and E Auburn; A to 
is Pri 


. at pees a —— 
he A ean Lalla mn ctinlstae Rr ta Oe ae Se oe Ae 







No. 486—Black Ruby Kid; One- 









Price $1.85 






























Many alert merchants are building ad- 
ditional business during the summer 
months through the sale of Constant 
Comfort footwear. 


A little extra sales effort will make 
many extra sales during the hot, sticky 
days and if you concentrate on Constant 
Comfort lines you will be making new 
friends and permanent good-will for 
your business. 


This is the day of specialization and if 
ever there was a house that could be 
called “genuine specialists” in comfort 
footwear it is the A-W Company with 
their sixteen years of intensive effort 
and leadership. 


ON DISPLAY AT 


These shoes can be seen at 
Rooms 425 and 427, Hotel 
Statler, during the Boston Show. 
Factory executives and leading 
salesmen in attendance. 


AULT-WILLIAMSONFU 
SHOE COMPANY 













AUBURN, ME. ST. LOUIS, MO., 416 North 12th 5 AUI 
(Factory and In-stock Dept.) (In-stock Dept.) (Factory a 
eee es 
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During the Boston Show, July 7-9, 
both our Air-Tred line and our Ann 
Elise Health Shoes will be on display 
at Rooms 425-427 Hotel Statler. 


At all times these shoes are carried in 
stock at Auburn, Maine, to give rapid 
shipping service nationally. 


The exclusive, patented features of 
the Air-Tred line are opening the way 
to additional profit on these deserv- 
edly popular shoes. Co-ordinated 
lasts and patterns,.the special Air- 
Tred air cushion, quality materials, 
and workmanship combine to make 
this shoe a feature seller. 


No better welts in the $5 and $6 grade 
are on the market than these Ann 
Elise shoes. Smart patterns, good 
fitting, co-ordinated lasts, lightness, 
flexibility, and genuine worth make 
these shoes “a good buy” for any 
customer. And they certainly do fit 
and look dressy! 






























ON DISPLAY AT 


These shoes can be seen at 
Rooms 425 and 427, 






Statler, during the Boston Show. 
Factory executives and leading 


SHOE COMPANY 





AUBURN, ME. ST. LOUIS, MO., 416 North 12th St. 
(Factory and In-stock Dept.) 
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salesmen in attendance. 


SHACKFORD 







(In-stock Dept.) 








LUNAR SATIN 
aes) 


STILL THE STYLE LEADER 
FOR 
FASHIONABLE FALL SHOES 


























MAKERS OF WOMEN’S 
HIGHEST QUALITY SHOES 
AND OF THE 
POPULAR PRICED LINES 









































PREFER 


LUNAR SATIN MATS 
UNSURPASSED FOR GRAIN — 
FINISH — CUTTING QUALITIES 


Securing 
ECONOMY 


without 


SACRIFICE OF 
QUALITY 








Poe 
er 


ne 


Sales Agencies in 
Titter & Reilly England - Germany . Canadian Leather Co., Ltd. 
65 Broad St., Rochester, N. Y. France 140 Inspector St., Montreal, P. Q. 
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, x toes and 


two big features 
of the Walk-Over 
fall line... 


Men’s styles are sharply defined 
for fall. Narrow toes are in. And 
Walk-Over with over 50 years’ shoe 
engineering experience (including 
several narrow toe eras) knows how 
to design narrow toe lasts with more 
room inside than out. One of these 
is the IMPERIAL, shown above. 
In-Stock No. 3805. Campello or 
St. Louis. For $8.50 retail. 
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gin of profit 


Other features for fall: 

1. The famous Main Spring* Arch 
line at $10 is supplemented with 
a new group to retail at $8.50. 

2. Fashion Welt. Walk-Over contin- 
ues its world leadership as welt 
shoe makers with a new com- 
bination process. Regular welt 
forepart with a shank the lightness 
and tightness of a turn. 

3. Up to the minute styling at $7 as 
well as the strongest smartest line 
at $8.50 and $10. 

4. Patterns and lasts of improved 
engineering to give a smooth, 


WALK- 


nonwrinkable break to the vamp 
and corset fit to the arch. 

5. Mellow leathers, improved fin- 
ishes, short heel fittings, longer 
quarter linings. 

6. A genuine waterproof shoe whose 
qualities you can demonstrate 
graphically. 

7. The world’s largest in-stock depart- 
ment of fine shoes to reduce your 
overhead, speed your turnover. 
90% of orders filled day received. 

8. And PROFIT. Full 40% gross pro- 
fit for you. 


*REG. U.S. PAT. OFF. 


GEO. E. KEITH COMPANY 
CAMPELLO, BROCKTON, MASS. 


OVER 














TWO RECENT STYLES OF 


DU-FLEX 
GRISTLE SOLES 


THAT HAVE WON THEIR WAY 
TO POPULARITY 


wk 
THE DRIVER GOLF 


A TRIPLERIDGED pattern designed for the 

express purpose of enabling Golfers to 
secure a firm stance. Ridges are slightly 
raised above the level of the sole and are posi- 
tioned to prevent slipping to the sides, front 
or rear. Their wear superiority plus their 
light weight and staunchness are features 
which Golfers have long been looking for. 
Made for Men and Women. 


THE DRESPORT 


An outstanding style of refine- 
ment, has an arched shank and 
higher heel. An _ attractive, 
comfortable, resilient sole for 
sports and general wear. Made 
in women’s sizes only. 


Write for our latest catalogue. Have it on 
hand for reference when ordering DU-FLEX 
GRISTLE soles and heels. 


See our full line at the Boston Shoe & 
Leather Fair, Booth 13, Hotel Statler, 
July 7-8-9, 1931. 


AVON SOLE COMPANY 


Exclusive Manufacturers of DU-FLEX Soles and Heels 


AVON, MASS. 
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fl feature line of 
ont Welts in perfect 
combination of smart style 


and genuine comfort. 


Retailing at °O %d/*6,50 


NINE SUPERIOR FEATURES 


1. Fits more feet correctly than any other shoe. 








. Cushion heel seat—an inbuilt shock absorber. 
. Air-O-Pedic snug-fitting Arch. 


. Support for Metatarsal Arch conforming to 
natural contours of the foot. 


. Extra ease for Cuboid Bone. 

. Non-gapping at sides—non-slipping at heel. 
. Specially constructed Steel Shanks. 

- Non-Binding Vamp and Throat Line. 


. Newest styles—in many combinations of har- 
monizing colors, beautiful leathers and fabrics. 








ANNOUNCEMENT 


The exclusive manufacture and distribution of Air-O-Pedic Shoes is by 
the Air-O-Pedic Shoe Company—now located at Brockton, Mass. The same 
experienced executives, under whose supervision these shoes have also 
been made assure you of the same splendid quality and exclusive features. 


A full line of “Air-O- Pedics” . . . sizes 214 to 10, widths AAA to EEE 
carried in stock, insuring prompt delivery. 








NEW STYLES, REFLECTING THE LATEST MODE, 
WILL BE SHOWN AT THE 
BOSTON STYLE SHOW, 
July 7th, 8th and 9th, 
ROOM 450, STATLER HOTEL. 


WALK ON AIR IN AIR-O-PEDICS 








— 
— 
— 





Alir.O0.Pedic Shoe Company 


BROCKTON -—-MONTELLO STATION—, MASS. 


Boor AND SHOE RECORDER 
combining THr SHOE RETAILER, June 27, 1931 





STYLE 4613K—THE MARIELIE PATTERN STYLE 4403K—CLARIBEL PATTERN 
SHOCK ABSORBER COMPO SHOCK ABSORBER COMPO 
Black Kid, trimmed with black suede, black and Black kid, ‘trimmed with black and white Java 


hite Ascot and white pi . Barbara last. 18/8 
ee lizard. Cleo. last. 15/8 covered Cubsn. heel. 


IN STOCK—AAA TO C. PRICE $4.75. IN STOCK—AAA TO C. PRICE $4.50. 











URING the Boston Show these 

smart shoes will be on display 

RE TATLING at Rooms 311-316 inclusive at the 
Ritz-Carlton Hotel, July 7-9. 


‘6.00 to *S.50 —— 


Jess A. Fielding Andrew P. Murphy 


will be on hand to meet their friends. 
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STYLE 4614K—FRIEDA PATTERN 
SHOCK ABSORBER COMPO 
Black kid, trimmed with gray kid and gray and 
black piping. Belle last. 18/8 covered Louis 
heel. 


IN STOCK—AAA TO C. PRICE $4.50. 











TF? have the name of being smart 
today a line of shoes must be 
light, airy and withal “pretty as a 
picture.” Yet there must be real 
shoemaking craftsmanship so that 
the shoes will fit right and give 
real walking ease. 


Queen Quality Compo and Welt 
shoes are filling every demand of 
fashion’s vogue with their fine 
close edges and clean shank lines. 


Our Shock Absorber Compos and 
Welts are carried In Stock. 


THOMAS G. PLANT, INC. 
AUBURN, 
MAINE 


Exclusive Manufacturers of Queen 
Quality Shoes. 
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AAAAA toEEE Sizes 1to12 
i 


. SAM A, BEESON JOHN H. MILES 




















and BURT DUNCAN 





HEEL RUGEER OFFICE 


ttt SUMMER ST., 


for the 12th ANNUAL BOSTON SHOE & LEATHER FAIR 


JULY Fer, Sth, Din. 


HEEL HUGEER SHOES*nc. 


AuBuRN, NEw York 





(Listen to HEEL HUGGER HARMONIES every Sunday Evening, over WJZ and Associated Stations) 
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constant 
attention 
preserves 
the form 


(said the thoughtful clerk) 


Take this tennis racket for instance—the good 
players keep at it week in and week out—and thus 
keep themselves in shape— 


On the other hand—a shoe comes to you in good 
shape—but the more you use it the worse it looks 
—unless you slip a Miller Tree in it when not in use. 


You already have a pair? Oh—you need another 
pair! Yes sir—right away! 


O. A. MILLER TREEING MACHINE CO. 
BROCKTON 
MASS. 
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“SPORTSTER” 


OFFICAL GIRL SCOUT SHOES 


See “SPORTSTERS” at the Boston Show, Will yu 4 08 - from 
; e largest in 


be my 


July 7, 8,9 Hotel Statler, Room 562 cement , stock low 


Progressive Merchants -heel size 
range in the 


Are Cultivating “SPORTSTERS” in Four Fertile Fields % A world! 
—“SPORTSTERS”—Official Girl Scout Shoes. 
2—“SPORTSTERS”—Meet all Y.W.C.A. Standards and 

Requirements. 
3—“SPORTSTERS”—Officially approved by Camp Directors 

tion. 

4—"“SPORTSTERS”—Acclaimed by the Public for Supreme 

Comfort. 


Add to Your Prestige and Profits 
SELL “SPORTSTERS” 





204 sizes in stock 











Growing Girls Sizes 22 to 12, Widths AAAA to D 


A. SANDLER ice “Division 


154 Lincoln Street, Boston, Massachusetts 
Wire or write us for our interesting proposition. 














“The Vamps Cut My Instep— 6 


Otherwise I’d Take Them!” MARBRIDGE ° 
No more cut downs—raise the instep while your | B U I L D I N G 








customer waits with— 


Stern’s Instep Raiser BROADWAY 


This new invention raises the instep on any pattern 
without stretching any part of the shoe out of 
shape. It will 
also save many 
repair bills and 
lost sales. 

This invention is 
already in use by 
some of the 
leading shops in 
the country. 


You can’t afford 
to be without one. 








; STERN’S 
Price _[NSTEP RAISER, 


$8. 50 INC. 


sent on 1587 BROADWAY 
Approval NEW YORK 
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It’s 
NOT TOO LATE 
TO ENTER 
THE 
OPINION 
CONTEST 


eee 
CONDITIONS 


OF THE 


CONTEST 
e 


Only persons connected 
with or employed by a retail 
shoe store or department 
may enter 


Entries are limited to one 
answer by each contestant. 


Entries must not exceed 500 
words and must state name, 
position and retail connec- 
tion of contestant. 


State clearly the one most 
important consideration in 
selectingaline of men’sshoes 
to retail at five dollars, and 
the reasons why you consid- 
er it the most important. Be 
specific and avoid such gen- 
eral terms as “style” and 
“quality”. 


Stock No. 201 


A wonderful looking 
and perfect fitting 
pattern. 


$3.35 
Ato E 


@ 
All entries become the prop- 
erty of the Joseph F. Corco- 
ran Shoe Company. 

® 
Entries must be mailed not 
later than midnight on July 
15, 1931. 

2 
The decision of the judges 
will be final. 

@ 
The results of the contest 
will be published in the July 
25th issue of the BOOT 
AND SHOE RECORDER. 


First . e ° $50.00 
Second a 25.00 
And Five Prizes of Five 
Dollars each 
And to Each of the Next 
Five a Pair of Cor-Cor 
Sports Shoes 


Stock No. 245 


Here’s a COR-COR 

reflecting the trend 

toward narrow Eng- 
lish _toes. 


$3.35 
B to D 


Lee ero reer eS 


JOSEPH Fo. CORCORAN 
SHOE COMPANY 
BROCKTON, MASSe 


: 
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“The comfort, durability, and smart appearance 
of footwear, whether for sport or dress, depend 











largely upon the quality of the hidden parts of the 

shoe . . . The fusing qualities of Celastic insure a 

smooth, comfortable toe, free from wrinkles. The 

smart lines of the last are faithfully reproduced , = 
and maintained in the toe of the finished shoe. ; 

Celastic Box Toes are now universally used by 


manufacturers in all price fields. 


UNITED SHOE MACHINERY CORPORATION 


Boston, Massachusetts 


eo 





U/C 





THE QUALITY BOX TOE 
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BARCLAY 


PACKARD 
ARCHAID 
A3] in Black Cf. 
A32 in Brown Cf. 
AA-E 


* STRAND 
————, 


No. 805 
Black Calf 
Lace Oxford 
AA-D 


82 STYLES IN STOCK 


All previous records for ship- 
ments from stock have been broken 
during the past three months. We 
dislike to use ideas other than 
our own, but “such popularity must 
be deserved.” 


Have you our catalog—“G.”? 


During the Boston Shoe and 
Leather Fair the complete line of 
PACKARD SHOES will be on dis- 
play in Room 500—Statler Build- 
ing, and we extend you a cordial 
invitation to come and visit us. 


M. A. PACKARD COMPANY 


BROCKTON MASSACHUSETTS 
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THE ROCKER 
A DE LUXE SHOE 


No. 6356 
HONEST ALL 


“THROUGH 





CAN NOW BE 
RETAILED AT 


O meet the demand of the day for good 
merchandise at lower prices Emerson 
Shoes can now be retailed at $5 and $6. 


To also meet the requirements of the most P ARAMOUN T 


critical buyer they are made better in qual- 


ity, as good in workmanship and as up to No. S555 


date style as any Emerson Shoes ever turned 
out. 
Well known to wearers of good shoes for 
over fifty years; no explanations or apol- 
ogies necessary when you offer your trade 
the Famous Emerson Shoe. 
Write for latest catalogue. Get the agency 
for the sale of Emerson Shoes for your 
district. 
Full line of Samples may be seen at all times 
At Boston, 119 Lincoln St. 
At New York, Room 911, Marbridge Bldg., 1328 Broadway 
7 co. 
At Chicago, Room 812, Republic Bldg., 209 South State St. oases ~ 
. MFORT-ARCH SH 
For the Show at Boston, July 6, 7, 8, 9, Mr. Edward Brandman will KU 
be at Room 1415, Ritz-Carlton Hotel 
where a full line of samples may be seen 


EMERSON SHOE Co. 
GARDINER—MAINE 





vy 
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DURAKALF 


“2 
QUARTER 


LINING 


WITH AN ALL 
AROUND APPEAL 


FOOTEASE 
CLEANLINESS 
PROTECTION 





COLOR 

GRAIN 
UNIFORM 
QUALITY 


EXCEPTIONAL 
SELLING 
ARGUMENTS 








Registered U. S. Patent Office 
Manufactured under U. S. Patent 
Dated April 4, 1922 





Just as Tufsta, the original non- 
fray shoe reinforcement has 
proven its superiority to all 
imitation, so our new Respro 
family member — Durakalf 
Style 1000 for QUARTER LIN- 
INGS—is already accepted as 
the best possible material for 
this purpose. 


It’s available in any color or any 
grain. And quality is always 
the same—the highest. 


Next time you order, tell your 
manufacturer you want Dura- 
kalf Style 1000 quarter linings 
in your shoes. It gives your 
customers better shoes without 


added cost. 





‘++ RES 


PROV 


R 
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I Jbe MIODERN SHOE @ 


letes the costume 











Leok for this 
trade-mark on 
every heel seat 


FARS 


LLi¢iiililldldéllZltdllée Ze 
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She \AQDERN HEEL 
com pleles the shoe | 


[N THESE days of costume coordination, footwear 
plays a very significant part in the ““ensemble’’. It 
becomes essential to match the shoe to the costume —the 
heel height and silhouette become important style factors. 
Although Cuban and low Louis heels have the call for 
informal daytime wear, the formal costume demands the 
higher heel. Models, impracticable to duplicate by other 
methods, are accurately reproduced by Mears, for ex- 
clusive machinery enables Mears to reproduce with me- 
chanical precision all heel models. The graceful lines and 
. curves that give the model individuality are faithfully re~- 
tained; the inaccuracies of hand methods are eliminated. 


Women prefer Wood Heels because they 
are lighter and have graceful lines. 


FRED W. MEARS HEEL COMPANY, inc. 
AUBURN, ME. - COLUMBUS, O. - ST. LOUIS, MO. - AUBURN, N. Y. 


Associated Companies 


Conway Wood Heel Company, Conway, N. H. 
Merrimack Wood Heel Company, Salem Depot, N.H. 


Wooolt 
OOD UEELS 


LILLALALLLLiLilLtZdlillitldtlla 
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SMART 


DARKER 


and 


SMARTER 


DARKEST 


and 


SMARTEST 


The cs Cnstle 


champles by request to Rim 1702-100 


= an «ee 


No. 172 
(Prado) 


(Madeira Be sae 


Conas a 


(No. 1 








a true brown—the volume 
color of the season. Suitable 
for staple and tailored shoes 
in all price lines 


a deep brown with a faint 
plum undertone that pre- 
vents it from looking black 
by artificial light. Suitable 
for style shoes in all price 
lines 


a very dark, neutral brown. 
Suitable for high-style shoes. 


. sl dee Q,, Gre. 


old weet, (New York 
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WYNDAM LAST 


Lot No. 310 
Medium Tan Calf Oxford 


Lot No. 315 


Black Calf Oxford 
Leather heel 
Widths A-E, 6-11 


This custom oxford is in keeping 
with the present vogue in smart 
shoes. 


IN STOCK 


Cc. - 
ALDEN 
COMPANY 


* 


DESIGNERS & MAKERS 
OF MEN’S FINE SHOES 


ABINGTON 
‘MASS: 
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SHOES FOR WOMEN 


YOU NEED 
NO LONGER 
3E TOLD 
THAT YOU 
HAVE AN 
EXPENSIVE 
FOOT 



















[ 
F. L. EMERSON BUFORD H. JONES 
JACK GORMAN - Ep. CUSHING 
JACK HERSOME BILL HOWE — 
OweN COMSTOCK BERT HORAN 
will be at the 


ENNA JETTICK OFFICE 


111 SUMMER ST., 
for the 12th ANNUAL BOSTON SHOE & LEATHER FAIR 


JULY 7th, 8th, 9th 


























ENNA JETTICK SHOES, inc. 


AUBURN, NEw YORK 
(Listen to ENNA JETTICK MELODIES every Sunday Evening, over WJZ and Associated Stations) 
Boor 
comb 
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REAL VALUE 
LOW PRICE 


SMART STYLING 
A v 


A 
GOODYEAR WELTS 


RETAILING Vv RETAILING 


$1.95 MeKAYS $93.95 
PRE-WELTS — 
WwW Vv , 


Eby Shoes for Children, Misses and Junior Misses 
have enjoyed a reputation for honesty of manufacture, 
quality of material, correctness of fit and sturdiness 
in wear for decades. To these virtues are added a 
quality of styling and those little refinements of finish 
that have placed them out in front in their class. 
The proof of this is to be found in factory capacity 
business. 

The Fall styles now before the trade are exceptionally 
attractive and diverse. A card to us will enable you 
to inspect them. 








A 


July 7-8-9 
RETAILING our line will be 
$9 4 on display 
315 STATLER 
OFFICE BUILDING 
BOSTON 





EBY SHOE CO: INC 


EPHRATA, 
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Editor 
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GO FORWARD— 
ACQUIT YOURSELVES LIKE MEN 


Hold to NEVER was a time in 
the Line the shoe business quite 
like the present. We are 
¥ seeing many changes 
made for the sake of 
change. As a result many a mer- 
chant, manufacturer and tanner is 
edging out of the field in which he is 
most capable. He is looking for 
green grass in the next field and 
thinks it is better than his own. 
Meanwhile, somebody else is sneak- 
ing up behind him and nibbling in 
the field that was rightfully his own. 
The majority of explanations 
given for the change center around 
the subject of price. The merchant 
feels that his own field of activity is 
not sufficient and he buys shoes and 
commodities not in line with his 
store and service in the hope that he 
can make money by the “change.” 
The manufacturer in turn, who has 
built up over a number of years, a 
product of repute, begins to look at 
other products lower in price and 
finds himself in a business that is a 
compromise rather than a distinct 
selling proposition. The tanner and 
the service of supplies, under pres- 
sure of price, enter into the same 
game of “change.” The final result 
for industry is not good. 

But here and there—the country 
over—we see stores, manufacturers 
and tanners “sticking to their last.” 
They are doing a thorough job ina 
definite division of merchandise. As 
a result of their firm stand, the pub- 
lic is the better served. 

In the long run, the merchant is 
better off holding true to standards, 
types and services. The major ef- 
fort in his business is clearly de- 
fined. He may freshen his stock 
with new lines of shoes at different 
prices but the basic character. of the 
service to the public remains the 
same. The manufacturer in turn, 
after twenty years of develop- 
ment of one line of effort in produc- 


tion, is likely to be in a sorry plight 
through adding a different line and 
grade of shoes—or even jumping 
from men’s to women’s shoes or try- 
ing to compromise on both—when if 
he had put all of his effort into one 
straight line, he would be much bet- 
ter off. 

During the next few months, the 
industry is going through an unnec- 
essary number of changes. When 
it is all over, the net result would 
have been the same if the whole 
process had been simply one of blind 
chance. As a western merchant said 
last week: “In shuffling the cards, 
the man who has had a good hand 
will find himself in a poorer playing 
position for public favor. Far better 
to play your own because you know 
more about them than anybody else.” 
But one result will come from all 
this change, and that is hundreds of 
stores and dozens of factories will 
be pushed out of the picture. 

So the thing to do is to determine 
what you can best sell or produce. 
Concentrate on that and use every 
effort to make it successful; and 
don't make changes simply for the 
sake of change. Know definitely 
what you are doing. 

There is no question but what pur- 
chasing power at retail has been sub- 
ject to change but in a commodity 
bearing such a low unit price as 
shoes, there is no reason for com- 
plete upheaval. No commodity needs 
to be selected so carefully and sold 
so efficiently as shoes. Hold to 
standards at all costs. 

Industry is about reaching the 
point below which it cannot operate 
at a profit. If all shoes were to be 
fixed as to price on today’s base, the 
industry would be in a healthier and 
happier condition. 

This is no time to “wobble,” for a 
firm stand is needed in stores, in fac- 
tories, in tanneries and in every ef- 
fort pertaining thereto. General 
housecleaning has been very bene- 
ficial all around and is about over in 
shoes. The impetus to trade at re- 
tail in the past six weeks has been 









more wholesome. As we now stand, 
as an industry, we are in better shape 
to show progress than almost any 
industry in the country. Therefore, 
the important thing to do right now 
is to hold to the line. 





Banking THE banking industry 
Security as such, is playing a 
N cruel joke on many a 
ow man in business. 
Needed In a large western 


>» city lives a shoe mer- 
chant who has worked 
hard and saved his money so that 
his old age would be provided for. 
For thirty years, he stuck to his shoe 
store. He worked and saved. He 
did not have very much fun, for he 
was looking forward to the day when 
he might retire. Then he would 
have his fun. He would have money 
and leisure and expected to make up 
for the years of hard work. He ex- 
pected this year to pass his business 
on to his boys. 

Last Monday the bank crashed 
and he lost everything. He can see 
no assets, no cash, no security for 
his declining years. He had worked 
well, had been properly thrifty and 
felt secure. Then in the twinkling 
of an eye, it was all swept away in 
the institution in which he had im- 
plicit faith. 

Perhaps this has happened to 
many men, in many walks of life. 
It is a bitter pill and is somewhat of 
an indictment against the banking 
fraternity whose belief that “money 
made money” brought about the 
crash. 

We know that man has the cour- 
age to start in again and build all 
over. We also know that he will 
look first for security; that every 
effort he makes and every saving 
will be considered from the view- 
point of its security and it is our 
ardent hope that banking in the fu- 
ture—particularly in savings banks 
—will be so safeguarded by law and 
good business practice as to make 
practically impossible the loss of a 
“man’s all.” 
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VERY decent, worth-while commodity in any 
business is imitated and it is not surprising that 
Barbour Stormwelt is imitated. 


But the construction of Barbour Stormwelt cannot 
be duplicated. It is thoroughly protected by 
United States and Foreign Patents, and is the 
only one-piece solid leather welt of its kind in 
existence. 


The imitations may be of rubber, imitation 
leather, cloth, paper or string, and of two-unit 
construction. These imitations can hardly be ex- 
pected to perform the same function in your 
shoes that is accomplished by solid leather, one- 
piece 


BARBOUR STORMWELT 


For Your Own Protection, For The Satisfaction 
of Your Customers, and For The Repeat Business 
which is the Life-Blood of Your Business, Avoid 
All Risk of Inferior Substitutes. 





opr I etaNTOIINI BARBOUR STORMWELT 


oe ey BARBOUR WELTING COMPANY "20500" 
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Lasts to Be 


First for Fall 


[CONTINUED FROM PAGE 47] 


shoes on the French last, while the 
East and big cities in the Middle West 
are buying the same shoe on the new 
narrow toe last. All kinds of grains and 
printed leathers seem to be good but 
there is a decided slipping off on the 
heavy grains in the popular priced 
shoe. Southern California and the South 
West have been experimenting quite a 
little bit with a black grain called mon- 
key calf. This shoe is trimmed up with 
a patent leather tip, heel foxing and 
eyelet stay. These same sections are 
using quite a little patent leather in 
trimming up their popular priced men’s 
shoes. 


‘T HERE are very few fancy patterns 

being shown except those going to 
the smaller towns in the Central States. 
It seems that in the fresh water towns, 
the boys going to the smaller colleges 
and high schools are still buying the 
shoes that have football discs in the 
heels, notched heels and heavy pinking. 
These types of shoes, however, are not 
considered a very important factor in 
country-wide distribution. Throughout 
the South plain shoes with corded tips 
are apparently the best bet when built 
on a French last. Wing tips are very 
strong when used on the narrow toe. 
This is not the old wave tip but a 
more refined adaptation. Many of them 
have medallions on the tips as well as 
pinkings. 

Before going into the better grade 
shoes, it might be well to take a quick 
glance at the men’s clothing situation. 
The following tables come from very 
reliable sources: 


Per Cent 
Finished Worsted ............. 83 
Unfinished Worsted ........... 33 
Worsted Cheviots ............. 20 
Balance a variety of wools..... 14 
SEE cscs G0 SA THRs sence aldsws 30 
ccs cis isisaxis-ocam os bers 30 
I rates & Gee oso ois wks wa oe 30 
SRPOUEE AE WANG sc cccecscesne 10 


Weights are about the same as last 
year, although here and there slightly 
heavier goods may be used. Materials 
going to make up a suit of clothes cost 
$1 less than last year; but the retail 
price will be from $5 to $10 less than 
last year a condition similar to that 
exists in the shoe trade. 

Merchants retailing men’s shoes at 
$10 and up are faced with a distinct 
problem in completing their lines, in 
that they must have them as far re- 
moved from the popular priced $5 and 
$6 lines as is humanly possible. 

Ten dollar grades are going in for 
spade soles, molded shanks, piping 
around the quarters, suede lined ton- 
gues and for the extra ear marks of 








fine shoemaking that go to make a shoe 
distinctive. Buyers are watching these 
details in the better grades as never 
before as they realize that if they do 
not give all these refinements in their 
shoes the sales will drop out of sight, 
for the reason that there will be no 
eye difference between this merchan- 
dise and the lesser priced shoes in the 
minds of the buying public. 

Going on this thought, buyers are 
building up their plain conservative 
shoes as never before. They are wisely 
spending money here and there for 
many extras and stitchings. Good shoe- 
making and extra good fitting lasts are 
the two big factors in the sales of the 
better grade shoes, as they allow the 
retail salesman to expound on the dif- 
ference between the grades. 

Lasts are fully as important in high 
grade shoes as in popular priced lines 
from the standpoint of extra sales. 
Broad toes are going out fast. Detroit 
is the last to stand for the wide toes 
in the better grades. That is peculiar 
in that Chicago accepted the new nar- 
row toes right after New York dis- 
covered that Los Angeles had been sell- 
ing them a year or two. In Cleveland, 
too, the narrow lasts took well in the 
better grades at the start. 

Boarded leathers, such as Heather 
and Norwegian grains, are strong, 
while the heavy Scotch grains are ap- 
parently slipping. There are very few 
combinations of grain and calf in the 
better grades such as are being shown 
in the popular priced field. 


Pp ERHAPS no better countrywide pic- 
ture could be given of what is hap- 
pening in the $10 field than to quote the 
buying experience of a very successful 
group of established stores which are 
country-wide in scope. During the last 
three months the actual sales of the 
narrow toe lasts have just doubled over 
a corresponding period of last year. 
During this same time the sales of the 
broad toes dropped 25 per cent. This 
group bought 1/3 less Scotch grains 
than last year but increased their 
orders on the finer boarded grains. 
The color situation is clarified. It is 
certain now that the recommendations 
of the Fall Joint Style Conference was 
an accurate forecast, as orders placed 
so far are either in the recommended 
tan or brown shades. There is a ten- 
dency toward much lighter colors than 
was used last fall. This change helps 
in bringing out the more distinctive 
features of punchings and stitchings. 
The color situation is changed in that 
advance orders are being placed about 
40 per cent brown and 60 per cent 
blacks on shoes retailing around $10. 
This is a much higher proportion than 
last year. 


Money Is Cheap 
[CONTINUED FROM PAGE 37] 


head. He sees figures on the statement. 
The banker does not see the business. 
He does not see the human being de- 
pendent on that business. He does not 
see the prosperity which depends on 
that business and on the thousands of 
other businesses which are in the same 
position. He sees a man asking him for 
a loan; he does not see America asking 
him to give back the prosperity he is 
withholding. 

The banker does not realize that 
short credit lines mean long bread lines. 
Reading a balance sheet literally means 
valuing assets on a sheriff’s sale basis. 
It means forecasting earning power by 
projecting the downward line of the 
last year into eternity. Valuing assets 
at twenty cents on the dollar and earn- 
ing in the next decade at the same rate 
as the present is not conservatism; it 
is wild-eyed nihilism.’ 

The bankers who are calling on the 
American business men to show cour- 
age are adding insult to injury. Who 
can show courage? The consumer with- 
out money and without a job? The 
business man without credit? 

The real trouble is much deeper and 
much older than the present condition 
of hardening the credit arteries. That 
so many bankers do not understand the 
needs of business is not new; those 
bankers never did understand, even 
when they were generous with credit. 
All they know about business is what 
they see in the balance sheet. If they 
are small-town bankers, they may let 
their hearts guide their heads. If they 
are vice-presidents of big city banks 
their contracts are largely on the golf 
links. What they know about business 
comes to them, if at all, in the form of 
nice refined and pasteurized statistics, 
without any roughage. They know 
nothing of the thousand and one prob- 
lems, big and little, with which the aver- 
age business man has to wrestle every 
day. Their advice is generally limited 
to “Your inventory is too high.” 

Even when prosperity returns, con- 
ditions will not be essentially better 
until bankers know more than the old 
routine of banking. 

The American business man is not 
asking for a dole. He is not asking 
that the bankers finance a new stock 
market boom. He is not asking for 
some complex and disguised scheme of 
inflation or for some Bolshevik panacea. 

The American business man is ask- 
ing the American banker for clear vi- 
sion, a real policy and a simple, prac- 
tical program. Or rather, America is 
asking its bankers to do these things: 

Stop selling America short; 

Study American business, its prob- 
lems and its ngeds; 

In granting credit, look behind and 
beyond the balance sheet; 

Be truly conservative and construc- 
tive. Visualize the business of each of 
your customers as it will be one, two 
and three years from now and grant 
credit accordingly. 
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‘THIS SEASON’S MOST POPULAR BET 
HY-GRADE IMPORTED BEACH SANDAL 


IN STOCK 


. 5080 All White Kip 

. 5082 White and Black 

. 5083 Beige and Brown 

. 5085 Natural and Brown 
C Width Only 


Sizes 3-8 


PRICE $2.25 i 
B. FRIEDMAN SHOE CO., Inc. 


ESTABLISHED 1880 
109 READE STREET NEW YORK CITY 














Attractive 
Price Tickets 


Actual size, Light 
Blue or Laven- 
Garofalo Bros. Shoe Company, Inc., an- 


der, Black figures nounce their removal to new and larger 
—32 differ- quarters at 200 Tillary St., Brooklyn. 


ent prices A continued success, attributed to quality, a well 
$1.50 to $16.50 trained organization, long experience in fine 
hoemaking, and increased demands from retail- 
15¢ dozen . 8 
- ers who have profited by Garofalo Bros. shoes, 
12 doz. — $1.25 has necessitated this change. 
24 doz. — $2.00 Mr. Max Zuckerman is the west coast representative with 
headquarters at the Hayward Hotel, Los Angeles, Cal., 
: and the mid-western representative is Mr. Herbert Eyre, 
Check with Order, who in the last week of June will start covering these 
Please states with a complete line of fall samples. 


, DISPLAY ROOMS 
SERVICE DEPT. Room 532 Marbridge Bldg., 47 West 34th St. 
1334 Republic Bldg. Chicago, IL New York City 
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If You Want Shoes that Sell Fast 
HERE THEY ARE IN STOCK 


Brand New Fall Styles 


The Arline 





Built over 1580 Last with 15/8 Cuban 
eel. 

No. B-167—All Brown Kid....$4.45 

Pajama Sandal 





Built over 1982 Last with 19/8 Louis 
ee 
No. B-174—Patent Leather . - 35-00 


No. B-175—Black Failette 
No. B-176—Dull Kid 


The Anita 





§ 
Built over 1881 Last with 18/8 Louis 
eel. 
No. B-219—Dull Black Kid 
No. - 
No. B-221—Black Suede— 
atent Trim 
No. B ai ~— Moire— 


Patent Trim 
No. B-223—Blue Kid 


The Lois 





Built over 1982 Last with 19/8 Louis 


B-170—Brown Kid 
B-191—Black Kid 
umes Diadem 


B-193—White Kid 
B-194—White Diadem 


B-197—Brown Suede .... 
‘ 





AAAA’s to C’s — 1 to 9 


The Lois 





Built over 1881 Last with 18/8 Louis 
Heel. 


No. B-172—Black Failette ....$3.30 


The Lois 





Built over 1681 Last with 16/8 Cuban 
Heel. 


No. B-178—Black Calf 
No. B-179—PatMt Leather ... 
Ne. B-180—Black Kid 


' 


Built over 1681 Last with 16/8 Cuban 


No. B-228—Black Suede—Black 
id and Reptile 


No. B-230—Black Calf— Patent 
Leather and 
tile Trim 

No. B-231—Brown Calf — 
Brown Patent 
Leather and Reptile 
Ps $4.25 





Built over 1881 Last with 18/8 Louis 
Heel. 
No. B-209—Dull Black Kid. .$4.45 


No. B-227—Brown Kid—Brown 
” Patent Trim $4.75 


The Esther 


tile Trim 
No. B-237—Dill 
Reptile Trim 


The Lois 


Built over 2081 Last with 20/8 Louis 
web Heel. 


~20 
$4.20 





No. B-187—Black Suede 
No. B-188—Brown Suede .... 








And these are just a few of our many 
Brand New Fall Numbers. 


Write for Free Catalog Showing Complete Line 
During Boston Show this line on display at Hotel Touraine 








/ DYER & HALL, INC., 


AUBURN 











MAINE 
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Front row, left to right: Will A. Knight, president Portland chapter, Pacific Northwest Shoe Retailers Association; Ward B. Brazelton, 
treasurer; Madame Hamilton Jeffries, fashion editor, Boot and Shoe Recorder; William H. Harbke, retiring president, Pacific Northwest 


Association; Joseph P. Kohls, Yakima, chairman board of directors. 


Rear row: David M. Graham, Eugene, vice-president state association; 


Floyd L. Wisherd, retiring president, Northwest Travelers; Edward A. MacLean, secretary retailers and travelers; Chester E. Smith, director 
of the Eugene Association, and Harry Bennington, Spokane, newly elected president of the Northwest Shoe Travelers. 


Pacific Northwest 


Merchants Meet 


Optimism Keynote of Successful Gathering of 
Merchants Held in Portland—Fall Styles Forecast 


P ortland, Ore.—The Pacific Northwest 
Shoe Retailers Association held an interesting and 
successful convention here last week with a good at- 
tendance of merchants and representatives of the man- 
ufacturing branch of the industry. 

The convention was opened Monday by that vet- 
eran shoeman, Will A. Knight, president of the Port- 
land chapter of the Pacific Northwest Shoe Dealers 
Association, The welcome to Portland was given by 
Acting Mayor Stanhope Pier, who was followed by 
William H. Harbke, president of the association. He 
gave a most optimistic address ending with the state- 
ment that a survey among the retail shoe dealers of 
this section showed that as a group they had not per- 
ceptibly felt the current business decline. 

“Although shoes are cheaper in dollars and cents, 
the survey shows that business in the Pacific North- 
west shows an increase in volume of from 5 to 10 
per cent. 

“The Progress in Aviation” was most interestingly 
outlined by Homer J. Merchant of the United Air 
Lines, who gave the retailers an outline of the many 
devices to make flying safe including the lighting of 
Columbia Gorge, emergency landing fields, radio, 
weather forecasts and the clever way in which planes 
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now make their own paths across the sky. Also the 
heavy increase in air travel and the convenient air mail 
schedules more closely binding the West with the 
East. 

A timely, instructive and peppy address was deliv- 
ered by Charles F. Walker, president of the North- 
western School of Commerce, who several times 
brought the assembled retailers to their feet. In his 
address on “Tuning in on Success” he likened the 
ideal shoe merchant to a high-powered expensive and 
modern automobile. Personal qualities rated 85 per 
cent, while skill registered but 15 per cent, the speaker 
declared and then proceeded to build up the imaginary 
car. 


Wit the Engine of Industry 
strive only to go forward, he said, using the radia- 
tor of good health. The crank is out of the shoe 
business as well as all others and has no place in the 
modern competitive business life. Use instead the 
starter of initiative, the gas of stick-to-itiveness and 
the air of loving the job. Mix all this in the car- 
bureter of Economy, and carry plenty of spark plugs 
of decision. Have always the current of will power 

[TURN TO PAGE 114, PLEASE] 





iat MOT 


Complete Distribution 


In every shoe manufacturing center Cee ce 
we are equipped to handle with de- 
spatch regular, or emergency, needs of 

the shoe manufacturer. With a manu- 

facturing background of nearly one 

hundred years assured and guaranteed 
quality have been made possible; now 
with the United Shoe Machinery Cor- 
poration as selling agent immediate 
contacts can be made rounding out 
more fully our large organization. 











DVERVILLE Mis 


We maintain our high quality standard 
and uniformity due in a great measure 
to control of all details from the raw 
to finished product. For every grade— 
for every type—of shoe we supply you 
the lace. 











THE JOSCO FABRIC TIP 
—e small, neat tip that will 
enter any eyelet with ease. It 
hes no shoulder to catch, 
scratch or tear and is abso- 
lutely waterproof. The JOSCO 
tip cannot pull off for it is part 
of the lace itself which has 
been impregnated with our 
own exclusive solution to.give 
it the proper rigidity and en- 
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Tips may be either fabric, met- 
al or celluloid. We recom- 
mend the recently perfected 
JOSCO FABRIC TIP. 


durance. We guarantee the 
JOSCO FABRIC TIP to out- 
Jast the lace in ordinary use. 


Shoe Lace Company, Ltd. 


(Successor to Joslin Mfg. Co., Established 1865) 
PROVIDENCE, R. I. 


SELLING AGENT 


UNITED SHOE MACHINERY CORP., BOSTON, MASS. 


’ a J a wit j Gi. " f ; 
““ CA i ‘3 — 
‘ SECTION OF 
| SPINNING ‘ 
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HERE IS EXCLUSIVE OPPORTUNITY 
FOR PROFIT ....... 


THE 


PROOF OF 
REMARKABLE SHOES 

TURNOVER 
AGENCY PLAN 


THE FIRST 


JUVENILE CORRECTIVE SHOE RETAILING 





v é t7 ( 
|HE SHOES 


% 


First order 459 pairs. Re-orders $2.50 § $4.00 
in sixty-nine days .. . 1065 pairs. 5 to 8 21% to7 


Ato D AA to D 


81% to 2 A to D 


* 


CASE NUMBER THREE* 
TAKEN FROM OUR LEDGER To the live merchant this is an outstanding oppor- 
tunity to profit—not a temporary profit—a steady 
Feb. 459 pairs profit year in and year out. For just this reason, 

” 324“ the Pollyanna Health Shoe business is being built 

i on a foundation calculated to endure. 
The price of this corrective shoe is in the range 
where most people buy. 
The construction features of this shoe are sound— 
some of them exclusive in this line. 
Few, if any, lines of juvenile shoes selling at these 
prices have such a wide variety of sizes and widths 
—enough to fit any normal foot perfectly 
Advertising assistance for our agents is part of the 
sound program we propose. 
Most convincing of all—success with this line has 
SHOWING AN AVERAGE OF already been proved in hundreds of stores all over 
BETTER THAN A TEN TIME the country—both large and small. 
Do not delay in getting the full facts of our agency 

TURNOVER FOR A YEAR sien. Walk eh ob cue 

*We will supply name of the merchant to 


non-competitive stores on request. THE A. S. KREIDER SHOE Co. 
ANNVILLE PENNSYLVANIA 











FROM KINDERGARTEN TO COLLEGE 
KEEP THE GROWING FEET HEALTHY 
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THESE PICTURES TELL THE TRUE STORY 


Of what Scientific Store Planning can do 


for any retail shoe merchant 


AFTER (At Right) 


This picture shows the Nis- 
ley Shoe Store after we _ 
redesigned, rearranged and 
equipped it—now an econom- 
ically arranged, attractive 
shoe store that makes money. 


‘os Nisley Shoe Company wanted 
to open a store in Peoria, Illinois. 


They founda location. It was occupied 
by a drug store which we were asked to 
turn into an up-to-date shoe store. The 
photograph on the left shows the dis- 
couraging sight which met our Store 
Planning Engineer sent out to inspect 
the job. Utterly disorganized, so un- 
attractive and confusing that customers 
were actually driven away, this store 


couldn’t make money. 


But our designers took off their coats, 
rolled up their sleeves, and went to work. 
The old store was torn out. Then—com- 


pletely redesigned and rearranged as 


BEFORE (At Left) 
This picture shows 


= RY nm mcm tm ee 8:5 me 





nized, unattractive 


disorga 
store that occupied Pies south in Peoria ees Sel 


by tt the Nisley Shoe Company—before 


shown in the photograph on the right. 
The new layout has provided economi- 
cal store and stock arrangement that 
makes service to customers ,easy and 
quick. Modern display equipment was 
installed that has multiplied the display 
value of the store as well as attracted 
people to come in and buy. Naturally, 
business is good in this store ‘1 spite of 


“*hard times.” 


Such profit-making store plans are avail- 
able to any shoe merchant to increase 
volume and cut down overhead. Based 
on scientific knowledge of retailing, they 
have produced greater profits—regard- 
less of size or location. 


If you are considering opening a new 
store, or remodeling your present one, 
be sure that you gain the advantages 
shown in the pictures above. 


Note Ccctton 


Send it for further information about 
Grand Rapids Store Planning Service 
that has helped successful merchants sell 
more shoes in good years or bad. This 


will not obligate you in any way. 





GRAND RAPIDS STORE EQUIPMENT Corp. 
1555 Madison, S. E., Grand Rapids, Mich. 


Gentlemen: We are interested. Please send 
us further information and literature. 


Name 





GRAND RAPIDS STORE EQUIPMENT 
GRAND RAPIDS STORE EQUIPMENT CORPORATION 


Executive Offices: Grand Rapids, Michigan. Branch Offices and Representatives in 
every territory. Factories: Grand Rapids; Portland, Ore.; Baltimore; New York City 


Address... 





City 





STORE PLANNERS, DESIGNERS AND MANUFACTURERS OF FINE STORE EQUIPMENT 
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SHOE STORE SERVICE SECTION 


A Monthly BOOT AND SHOE RECORDER Feature 


Here’s a Letter Idea 


for July 


What kind of a letter can you 
send out in July that will help 
business? Your mailing list ought 
not to remain idle during this 
month, yet it is useless to send out 
a letter that does not have a real 
idea behind it. Here is a suggestion 
that you may find practical. Or per- 
haps it will start you thinking of 
some variation that will be better 
suited to your needs. Listen to this: 


Dear Madam :— 

Would you like a fine pair of chif- 
fon silk hose for 29c? The kind we’re 
now selling for $1.00 a pair? And, we 
might add, the kind you thought were 
real values a year ago at $1.65? 

You can have this great bargain any 
time during June! All you have to 
do is to purchase a pair of shoes here, 
at any time during the month, and we'll 
~ ee a pair of these lovely hose for 

c! 

This is our July Gift Order to our 
regular customers who have favored us 
with their business during the spring 
season. We'll probably make this same 
offer to the general public for some 
one week during the month, but to 
YOU the offer is good any time! Just 
present this letter, or if you forget to 
bring it along mention it to the sales- 
man. He’ll see that you get in on 
this bargain! 

You'll find July a great time to se- 
fect new footwear too, for summer 
styles are here, and as for prices— 
they’ve not been so low in years! 

Very truly yours, 
YOUR NAME. 


If you’re willing to offer a good 
hosiery value at less than cost to 
make the sale of a pair of shoes, 
this idea will help your July sales. 


Keep a Record of 
Children’s Sizes 


An Eastern store, in a town where 
many people make a practice of 
moving to the mountains or the sea- 
shore for the summer months, has 
a clever little idea for getting extra 


sales. Whenever a pair of. chil- 
dren’s shoes are sold a record is 
made of the chifld’s name, the style 
of shoe and the size. 

Beginning in May and extending 
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Site Shoes 


FOR STREET OR SPORTS WEAR 


34m STREET & BROADWAY 











Here’s a striking way of showing both pat- 
terns and soles of a group of sport shoes. 


through the summer months a 
printed slip is put in the package 
with each pair of children’s shoes 
sold. This slip states the style num- 
ber and size of the shoes, and tells 
the parents that the store maintains 
a record of every pair of children’s 
shoes sold so that families who are 
going away for the Summer can al- 
ways order by mail and be sure of 
getting the same shoes. 

These little slips are inexpensive 
and the store has found that they 
bring in quite a few reorders during 
the vacation months from families 
who are spending the summer at 
some resort. A space is left on the 
slip so that the salesman can fill in 
the size and style number at the 
time of the sale. It occurs to us 
that this might not be such a bad 
idea to adapt to year-around use! 


A THERMOMETER in front of 
the store will get attention on hot days, 
and particularly if a little card along- 
side tells what the temperature was “a 
year ago today.” 
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Hand-Written Ads 
Get Attention . 


Did you ever see an advertise- 
ment in facsimile handwriting? 
Such ads will always get more atten- 
tion than ordinary type ads if the 
writing is plain and easy to read. 
Several stores in various parts of 
the country have used ads of this 
sort with great success. 

Such ads are more expensive be- 
cause a new cut must be made of 
each ad, but for the store that can 
afford them they provide a means 
of distinctive publicity. If you have 
a card writer who can write a plain, 
legible script, you can use this idea 
occasionally. 

The ad should be very brief, and 
there should be plenty of white space 
around the wording. The best way 
is to have the ad written on a show- 
card two or three times the size 
you want it to appear in the paper. 
Then the engraver can make a cut 
from this that is just the right size. 
This type of ad is very effective for 
a series of men’s ads to appear at 
regular intervals on the sporting 
news page. Try it! 


A July Contest for 


Salesmen 


To stir up interest in their selling 
records, why not hold a contest 
among your selling force during 
July. The trouble with most con- 
tests is that they give some one or 
two of the salesmen a better “break” 
than the rest. But here is an idea 
that puts ’em all on an even footing. 

Instead of basing results on total 
sales in dollars, or on percentages, 
figure it on the customers sold and 
those lost by each salesman. Ar- 
range a score board showing each 
one’s “batting average.” Every cus- 
tomer served counts as a time at 
bat. Every sale counts as a “hit.” 
Every customer who walks out 
without buying counts as a “strike- 
out.” The idea can be expanded as 
much as you wish, but the above 
gives the general idea. 











ARLY this year we increased 

our production capacity be- 

cause we felt that we could no 

longer give our customers the serv- 
ice they were entitled to. 


Indications are such that, in spite 
of these greater facilities, the old 
and new business will more than is dnster sow Mapeeel 

. Smart, comfortable, economical 
absorb our capacity. 


Won’t you cooperate and help us GIVE YOUR SHOP THE 


give service to all by placing your CHARM OF DISTINCTIVE 
orders at the earliest possible time? SEATING 


Independent owners and managers now feature 
individuality—give their shops a background of 
prestige, an atmosphere of distinction to attract 
patrons. And in dressing up their shops they do not 
overlook the factor of seating that is inviting—ex- 
pressive chairs that add charm and loveliness to 
shop interiors. 

You will be interested in the new American 
Seating Company line of exclusive shop seating... 
beautiful, comfortable, unusual chairs, that are 
certain to increase your patronage. 





Company 
Makers of Fine Seating for Schools, 
Churches and Public Auditoriums 

General Offices: 
14 East Jackson Bivd., Chicago, Ill. 
; BRANCHES 
IN ALL 
PRINCIPAL 
CITIES 





No. 300—Crepe Sole 











TUPPER SLIPPER CORP. 


25 Lafayette St. Brooklyn, N. Y. 


CUmberland 6-5448-5510 
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A State Street window of the Davis Store, Chicago, during Jubilee Week. An Indian chief in full regalia appeared in the win- 
dow at intervals and demonstrated the Indian sign language, writing the meaning of the signs as given. 


Building a Juvenile Promotion 


How a Chicago Store Used Color, 
Light, Sound and Motion to Get Attention 


A famous school of salesmanship long 
ago propounded the doctrine that the four major 
steps necessary to the completion of a sale are Atten- 
tion, Interest, Desire and Action. 

In winning through window displays the much de- 


sired attention, which is the first step toward a sale, . 


merchants formerly had two major elements to work 
with, Color and Light. Then came Motion, attained 
by means of mechanical devices or live people in the 
window. This proved a very strong added element 
of attraction. Later Sound was introduced, princi- 
pally through the use of amplifiers. 

Logically, the use of all these elements for winning 
attention should be more effective than the use of 
only two. Here is one example of the use of all 
four: 

During Jubilee Week in Chicago the Davis Store 
used on State Street a special window trim of Pied 
Piper Shoes for children. Color was used very ef- 
fectively in the Indian blankets that were draped be- 
hind the shoes, in the sign of poster design and the 
skins that were draped around it; also in the plush 
drape below the skin. 
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Light of ample intensity, free from glare and 
shadow, was directed onto the merchandise from 
above. The window was further brightened by con- 
cealed lights behind the opalescent glass in the back- 
ground. 

Motion was provided for by the appearance in the 
window of an Indian demonstrator, who gave an ex- 
hibition of the Indian sign language, writing the 
meaning of his signs on the board shown at right 
center. 

Sound, in this instance, was employed in the chil- 
dren’s Shoe Department instead of in the window. 
There the demonstrator, Chief Whirling Thunder, 
told stories, gave Indian calls and presented the chil- 
dren with Pied Piper story books. This unique pro- 
motion, with its details carefully worked out and per- 
fectly coordinated, was a very decided success. 

Note the iron piping extending the length of the 
glass in front of the display. This was to keep the 
Jubilee crowds from pressing against the window and 
breaking it, and proved to be a necessary precaution. 
This department does a large volume of business on 
children’s shoes, handling only two lines. 
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SUVA CLOTH OXFORDS IN STOCK 
The Best Bet for Summer SUVA CLOTH SANDAL 





IN STOCK AA-C 


No, 2055—White Suva Cloth 
Oxford, linen 
quarter, 

Littleway , 
medium toe, 1 y 
Cuban heel. .:. 83. | “ ; PER PAIR 

No, 2056—Natural Suva Cloth a) _ 
Oxford as above. 

$3.35 


Cuban Heel—Crepe Sole—All White and Natural with 
Brown Binding—Sizes 3 to 7 


BLOG SHOE CO., Ine. dusne’ s. 


-~ _ \ 





HIGH GRADE We Challenge Comparison with Any 
CAMP MOCCASINS Other Shoes in the Country at 


No. see aten's Blk. These Prices 
x. sole 


ex. $2.75 

No. 501—Men’s Tan 
ex. i 2.75 
No. 

CD Sébcrscecce 2.40 1221—Black and_ white, 
No. 503—Men’s Blk. strap, 20/8 high heel. 

‘ey 4 1222—Same, baby heel, 15/8. 

sol 1223—Same, Cuban heel. 
No. 601—Boys’ Tan 

ex. sole 2.50 1231—Brown and _ white, one 

i ~ No. 602—Boys’ Tan strap, 20/8 high heel. 
“a Ke aed ; on —- FAS Bik. mad 1233—Same, Cuban heel, 15/8. 
Boys’ Sizes a i. = =~: regular 2.20 

1-5 PE 


one 


Same patterns in 3 eyelet oxfords. 


= Samples submitted Same patterns in opera pumps. 
IN STOCK upon request. : - 


LYONS & COMPANY — 
122 Duane Street, New York, N. Y. LEVEY BROTHERS SHOE COMPANY 


Specializing in Shoe Store Novelties 145 Duane St. New York City 


ow 





This Season’s Most Popular Bet Beach & Sport 
Hy-Grade Imported Beach Sand Sandal 


IN STOCK j Still the 


. $080 All White Kip Lf, ) 
. 5082 White and Qe —} Big Seller 
Black eg > 


as Going stronger 
. 5083 Beige and ‘ 2 than ever. July 


Brown yh i § and August— 

. 5085 Natural and @ ee i when the water 

Brown SET f7 S gets warm and 

C Width Only SPX — — Benge 

st ee f start going to 

Sizes 3-8 CONG the beaches— 

— ? are the st | 

PRICE $2.25 : ai selling months. 
A snappy sandal made of Multicolored Algerian cloth, fitted with Cuban wood 
heels and Steel Shanks. Five different color combinations, and plain white. 


B. FRIEDMAN SHOE CO., Inc. | ee ae 
ESTABLISHED 1880 PARISTYLE FOOTWEAR Me. Co., INC. 
109 READE STREET NEW YORK CITY 155 Wast 2tu Sreext New York Ciry 
a 


~ fl, ct im _— <tt. —_— es 
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WORK MARKER 22: 
—* Pt SE to 
The GREAT WHOLESALE MARKET’ 


PORR PRR R RMR EM EMR RRR OUR EEE RRR RR RE RRR RRR REECE ERR RASS EEL! 
. ale a] 


GRECIAN PUMPS WHITE KID COMPO OPERAS 
POSNER», IN STOCK—AT ONCE DELIVERY 
SHOES 


In Stock at . . . Dr. A. Posner, Shoes, Inc. 4511—Regent 21-8 spike 
Great New York Factory Warehouse 4512—Regent 15-8 spike 
615—Smoke Elk with stroller 


wale. pitts Bearfect sole and top > é High heels: AA, 41448; 
wins 678 nel sa” UNE A, 48; B, 344-8; C, 


widths. 6/8 heel. $2.60. 
Ne. Se. Sizes 2% to 7— 5 ve 
, D widths. 10/8 heel. $2.85. é ; — 2148. 
Ne. ‘Alaa white Hak, leather, sole, gare 
c e ivory hee izes —| ‘i r ? 
, D widths. 6/8 heel. $2.65. 3 s Baby Heels. A, 4-8; B, 


Wo, 24124 Same, 10/8 hee. $3.00. Ri No. 314-8; C, 3-8. $2.75 


All Goodyear Welts. 








DR. A. POSNER SHOES, INC. Crescent Shoe Company 
140 West Broadway, New York City 131-133-135 DUANE STREET, NEW YORK CITY 


_ he a * —™ tte tt. a. at 
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A SUMMER SENSATION 
IN STOCK 


The Buy in New York Nw $9.15 


Market Pa es 7 Stoek No. 3177—Black kid Center- 
‘ / buckle with vamp of white webbed 

linen, high heel. 
ho No. 3178—As above in cuban 


i roupi rings of the tn “ 
is a grouping of the best offering | > Stock No 3179—As 3177 in marron 
H - linen vamp, high heel. 


New York Market houses, leaders in style, — “3 Stork "No. 2180—-As.abore in cuban 
quality and progress. These pages appear : NN i width i to : 
every other week. It will pay you to look ) 


for them. 


—_— 





The Original 


PAT. PENDING 
THE HIT OF THE SEASON 
Due to better buying on materials 
Made in a variety of colors never shown before for sport, beach, street 
from our sources of supply we are and summer wear. 
able to offer you Sun Ray Beach Misses, — to 2 in tan and 
white stripe $1.10 


Sandals formerly wholesaling at ‘ ~ ; 
a % omen’s (as picture) White, Ca- 

$1.75 per pair for | nary Yellow, Blue, Green, Palm 
Beach and solid colors. Stripe 
colors-—Fawn Tan, White, Palm 
Lge and Striped Ball Strap. 
08 $1.20 


é j 
$1.25 per pair Peach 
These shoes are built with genuine leath s, steel shanks, box - ‘Send “for aaa Seams Celtvery 
tees. Size 2% to 8. Non-shrink Linen. Coindots come in blue, 
orange, yellow, green, and brown (white coindots). All white, sun- 
tan, and white with striped saddle. 
A trial dozen “size-up” will convince you! 


Gold Seal Shoe, 722 Broadway, New York City 142 DUANE ST. 

















— - 
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where shoes 
must be 


Jeatherweight 


yet have 
unfailing 


TAMING 


FoorwEar that weighs an ounce too much 
or that fails under the gruelling jerks and wrenches 
of championship track events, could ruin a year 
of careful training. That is why we prize the fact 
that (counting ten years to a track star’s active life) 
five generations of athletes have demanded shoes 
of Kangaroo for championship use. 


Soft, flexible, feathery light, and yet firm, and 
so strong that it cannot be scuffed or torn without 
unusual effort, it is a superb leather not only for 
athletic shoes. It is also a popular leather for men’s 
high grade and medium grade dress footwear, and 


J<angaroo 


for children’s shoes, for added to its other advan- 
tages is the fact that it will take a lustrous, brilliant 
polish. So great is the demand for Kangaroo, 
that 90% of the maximum bag of Australian 
hunters (more than 1,000,000 skins a year) is 
imported to satisfy it. 


Tell your customers of the many advantages of 
Kangaroo, and convince them of the quality shoes 
your store retails. And remember, “kangaroo sides,” 
“kangaroo horse” and “kangaroo calf” are only 
“finishes”. It is genuine Kangaroo that will not 
scuff, or tear, or lose its strength and flexibility. 


Tanned in 
AMERICA 


@ RICHARD YOUNG: New Yor 
@SURPASS LEATHER COMPANY - PuiLapeELPHIA 


@ ZIEGEL EISMAN COMPANY: Boston 
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NATIONAL NEWS 
>» HOW’S BUSINESS? ¢ 


Business Better, Says E. P. Brown 


Boston, Mass.—Business is coming 
back slowly but surely, said E. P. 
Brown, chairman of the board of direc- 
tors of the United Shoe Machinery 
Corporation, in an address delivered 
before the recent annual meeting of the 
corporation’s Quarter Century Club, 
held in the club house at Beverly, 
Mass. Mr. Brown expressed the belief 
that the depression is near its end. 

Most of the 600 members of the club 
were present and honor guests at the 
dinner included Mr. Brown, Mayor 
James A. Torrey of Beverly; Thomas 
Scott, superintendent of the Canadian 
factory and a past president of the 
Quarter Century Club of Canada; 
James B. Geddes, secretary; Frank E. 
Alger, treasurer and past president; 
George H. Vose, H. L. Ober and Law- 
rence B. Peterson. 

The following officers were elected: 

Major Charles T. Cahill, of Boston, 
president; Earl E. Gay, vice-president; 
James B. Geddes, secretary; Frank E. 
Alger, treasurer; Herbert J. Sinclair, 
Brockton; Charles H. Stanley, Lynn; 
Harry A. Clarke, Boston; Nelson B. 
Todd, Boston; Samuel G. Ross, Cincin- 
nati, and John B. Roulo, Beverly, trus- 
tees for three years. 

The committee in charge of the af- 
fair included Chairman Arthur E. 
Payne, Robert H. Lawson, Fred C. Per- 
kins, Frank E. Alger, Arthur L. Col- 
lier, Lawrence B. Peterson, Hugo D. 
Peterson and Leon E. Hosley. 


Production Up 


NEw YorK — Shoe production con- 
tinued at a high level during May, the 
output approximating 28,000,000 pairs 
against 24,500,000 pairs in May, 1930, 
and 29,727,000 pairs last April, ac- 
cording to a preliminary estimate re- 
ceived by the New York Hide Exchange 
from the Trade Survey Bureau of the 





Tanners’ Council of America. The 
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estimated output for last month rep- 
resents a greater activity in shoe manu- 
facturing than any other previous May, 
except in 1929 and 1923. 

Throughout the activity in shoe pro- 
duction circles the past several months, 
Hide Exchange statistics show that 
leather stocks in shoe manufacturers’ 
hands have remained at a comparative- 
ly low level. Stock at the end of each 
of the first four months of 1931 ranged 
from 6% to 11% per cent below the 
corresponding months last year. April 
holdings this year, although 2% per 
cent above March, were 7.3 per cent 
under April, 1930. 








SPORTS FOR KIDS 


855. Market Street Szk 810 Grenr Avense 


Weare just “Big Kids” ourselves 











~ +. that’s why we understand what modern gouth 
wants in the way of footwear. It is actually sport 
) 7 to us to seek out new style ideas and introduce 
@ them far ahead of anyone else . . . it's like batting 

\ out a bome-run with the bases full. 


We preset the latent eports oxiord for 
Gisla, which is made of white fh with 
wo ov black saddle, end gristle rubber 
tolon, Since 12 00 2, 96 256 to 8, 97:50 


Kad lor boys, we have edapted the mow 


Aad here's « hestthy outht for kiddies 
s+ the supeandsl of tan or smoked elk. 
Sines, S v0 11, 61.7% 116 to 2, 62. 

‘The “eus-onit” to complete thy ccstume 
to pare wool worsted, with colorfel elas 
ter atripes 1150 


SOMMER & KAUFMANN 


$38 MARKET ST 
; ¥1Q GRANT Ave 
'S0HD FOR CATALOG’ IP OVT-OF-TOWM, AND’ OfDte BY mat 
—S 











Children were not overlooked as pros- 

pects for sport shoe sales by Sommer & 

Kaufmann of San Francisco. This ad 

“rang the bell” with both parents and 
children. 
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EVERY WEEK 








“There are few facts in current busi- 
ness records which are not evidence of 
a severe depression,” says the Trade 
Survey Bureau, which goes on to re- 
port that the shoe industry, some tex- 
tile manufacturers and retail trade 
generally are the most helpful areas 
in the business picture. The business 
services are well nigh unanimous in 
the belief that domestic readjustments 
have gone far enough for signs of 
business recovery to be evident by the 
fall. It is pointed out that stocks of 
consumers goods in many industries 
are seriously depleted; that reports of 
delays in filling orders are common in 
several industries, and that inventories 
are burdensome only in raw materials 
and not in semi-manufactured goods.” 


Foot Comfort Week Scores 


DETROIT — Making the public con- 
scious of the importance of foot health 
through an annual cooperative effort 
originated by Dr. William M. Scholl as 
“Foot Comfort Week” has resulted in 
outstanding merchandising success this 
year, according to reports of shoe and 
department stores in this city. Na- 
tional advertising leading up to “Foot 
Comfort Week,” June 13 to 20, has 
drawn many into stores featuring “Foot 
Comfort Week” special service, dealers 
say. 

Designation of an early period in 
the vacation season as “Foot Comfort 
Week” is responsible for increased pub- 
lic acceptance of the idea first spon- 
sored by Dr. Scholl fourteen years ago, 
one merchant stated. Popularity of 
golf, tennis and other outdoor sports 
has made thousands conscious that ail- 
ing feet interfere with their game, 
causing many who might otherwise 
suffer in silence to seek relief, particu- 
larly during the active summer sea- 
son, with consequent good business for 
merchants who participate in “Foot 
Comfort Week.” In addition, many 
merchants report special foot comfort 
service is in great demand for sev- 
eral weeks following the promotion pe- 
riod. 











a The Worlds ioe “ 





DFOR QUALITY ) 


There’s Black— 
and Black! 


Look at a window of black shoes in upper leathers 
of various makes. That ocean-deep jet black calf 
that stands out from all the others is JETTA! 


Cash register bells are ringing most merrily in the 
stores that feature shoes of JETTA CALF because 
this is the readily appreciated upper stock. It 
has the appearance and feel that make sales— 
the comfort and stand-up that make re-sales. 


JETTA Calf is made in plump weights and tanned 
especially for men’s and boys’ shoes. It fits any 
price range because adapted to any desired finish. 
Its full, round feel, surpassingly high lustre, fine 
flat grain and tight break make friends for the 
shoe dealer. 


JETTA Calf is skillfully worked out to insure a 
maximum cutting area. 


Write for a swatch of this unusually 
strong, long-wearing tannage. 


THE (UO Ser 


No. 482 — Ritz Last, made 
of Ohio’s Jetta Calf, in- 
stock A-E, $5.50. 


Leonard, Shaw & Dean, Inc. 
Middleboro, Mass. 


GIRARD OHIO 
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___» ABOUT PEOPLE < 


Sperling With Hartblay 


New YORK—The office of Jack Hart- 
blay, Inc., resident buyers, has pro- 
cured the services of Joseph Sperling 
to take charge of the new shoe depart- 
ment recently opened in that office. 

In addition to buying for the stores 
already under the Hartblay banner, 
Mr. Sperling will purchase women’s 
shoes of the better type for a number 
of the better shoe shops located 
throughout the country. 

Mr. Sperling, who has been connected 
with the shoe business for many years 
in all of its branches, and is well 
known in the trade, brings with him a 
new factor in the resident buying field 
—the representation of specialty shoe 
shops in the market. 


W. S. Thompson, Men’s Buyer 


NEW YorK — W. S. Thompson, who 
has been with Franklin Simon & Co. 
for the past nine years, seven of which 
he has served as buyer for boys’ shoes, 
has taken over the buying of the men’s 
and young men’s shoes. No radical 
departure is contemplated, save that 
the methods used in making the boys’ 
shoe department one of the successes of 
the Avenue will be employed in the 
men’s section. 


Alfred Kohn Abroad 


Alfred A. Kohn, retired shoe mer- 
chant of New York and past president 
of Shoe Merchants Council of New 
York, also past service member of the 
Rotary Club, is a delegate to the Ro- 
tary International Convention at Vien- 
na June 22 to June 26. He sailed on 
the “Europa” June 4 and expects to 
make an extensive trip through north- 
ern Europe, returning in the fall. 


Elected 


DANBURY, CONN.—Royal S. Foster, 
proprietor of Foster’s Shoe Store, 244- 
246 Main Street, has been elected vice- 
president of the Danbury Business As- 
sociation. 


Feiker Moves Up 


New YorK—Frederick M. Feiker has 
been designated by President Hoover 
to fill one of the largest and most im- 
portant posts at Washington. His 
selection is in a way a tribute to busi- 
ness papers and their increasing im- 
portance as factors in industrial ser- 
vice, for he has been manager of the 
Associated Business Papers, Inc. 

For the past ten years, he has co- 
operated in government service. In 
1921 he organized the commodity divi- 
sions in the Bureau of Foreign and 
Domestic service and recruited a per- 
sonnel specially qualified to direct that 
work. He assisted in the establishment 
of the Simplified Practice Division and 
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Frederick M. Feiker 


helped organize the Survey of Current 
Business, which has popularized the use 
of index numbers throughout Ameri- 
can business and provides periodic sta- 
tistical summaries of business condi- 
tions. 

This publication is given credit for 
having done more than any other single 
activity to forward statistical control 
of business. In his previous tour of 


+ duty with the department, he also im- | 


parted many of the attributes of the 
commercial journal to Commerce Re- 
ports, the department’s principal cur- 
rent periodical. 

Even after returning to his editorial 
duties, Mr. Feiker continued to serve 
the department in an advisory capacity. 
He has served on numerous committees 
and was one of those who planned the 
grocery store survey in Louisville. 
This is regarded as one of the out- 
standing accomplishments of the bu- 
reau, in that it has paved the way for 
the elimination of waste from all types 
of retail outlets. 

For the past several years, Mr. 
Feiker has acted as a consultant for 
the Department of Commerce on mat- 
ters pertaining to organization and 
personnel. In that capacity Mr. Feiker 
has acted as liaison officer between the 
department and scores of trade and in- 
dustry groups. He has served as chair- 
man or as a member on numerous de- 
partmental committees and, in addition, 
has been affiliated with many private 
groups working for the improvement 
of business practice in both production 
and distribution and in the fields of 
management and business policy. 

Mr. Feiker is the first director in the 
history of the Bureau of Foreign and 
Domestic Commerce who has not made 
foreign trade his principal specialty. 
His appointment emphasizes the funda- 
mental change gradually being made in 
the bureau, under which additional at- 
tention is being given the problems of 
domestic commerce. 
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one! 


You'll Have No Competitors 
Exclusive Franchise for Well 
Rated Merchants 


DUDE, RANCH 


UTDOOR Soatatan 
for Well Dressed Girls 


Featuring DUDE RANCH CAMP- 
MOCS will make your store out- 
standing as headquarters for regula- 
tion shoes! 


An opportunity to attract the Girl 
Scouts, Campfire Girls, Y. W. C. A. 


| organizations, all young women inter- 


ested in the great outdoors. 


In Stock service—complete sizes and 
widths. 


THREE OXFORDS 
THREE BOOTS 
IN STOCK 


Style 305B 
Chocolate Elk, leather quarter lined, 
twill vamp lined, leather sole and heel, 
Springstep toplift. 

Style 307B 
Coffee Elk, leather quarter lined, twill 
vamp lined, Ridglay sport sole and 
heel. 

Style 309B 
Light Smoke Elk, leather quarter 
lined, twill vamp lined, Gristle sport 
sole and heel. 


ALL STYLES IN STOCK 


3% to 8, AAA 3 to 8, AA-A 
2% to 8, B-C 


$7 60 
Our terms are 5/10 days, net 30 
days. West of the Rockies and East 


of the Alleghany Mountains 5/20 
days, net 40 days. 


"THE JUVENILE SHOE CORPORATION 


OF AMERICA. 
AURORA MISSOURI 












WHERE TO BUY 
Men’s Shoes 


EE ONE EEE ETAL 


pk uk, MRR CR eT 








PLE. 
Oss—0 


NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


H. W. COOK, President 
Syracuse, N. Y., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 














Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 


Brockton, Mass. 
























*. 
See - 
wo 9 9 os am 


“HIGHEST GRADE ONLY” 


EAST WEYMOUTH, MASS. U.S.A. 





tn Stockh Service 
F. M. HOYT SHOE CORP. 
on 56, Manchester, N.I1. 


















“A MAN’S DECISION” 


THE 


WEL» 


Wy 


Men’s 
Fine 
Shoes 


Old 
Boston—183 Essex Street : 
N. Y.—915-917 Marbridge Bldg. Brockton, | 














Humphrey O'Sullivan Dies 


LOWELL, Mass.—Humphrey O’Sulli- 
van, inventor of O’Sullivan’s rubber 
heels and at one time a retail shoe 
merchant, died at his home here Mon- 
day after a brief illness. He was 77 
years old. 

Mr. O’Sullivan underwent an opera- 
tion in St. Elizabeth’s Hospital, Bos- 
ton, a year ago, and never fully recov- 
ered his strength, although his death 
was not expected. 

Mr. O’Sullivan was born in Skib- 
bereen, County Cork, Ireland, Oct. 7, 
1853. Following his education in the 
State School, he served an apprentice- 
ship.as a printer and became an expert 
type-setter. In 1874 he went to New 
York and for a time followed his trade 
in Yonkers, later moving to Lowell, 
where his brother, the late James O’Sul- 
livan, was engaged in the retail shoe 
business. 

He obtained a position on various 
newspapers in this vicinity, but, as 
the industry was in chaos in those days 
because of lack of organization, the 
young immigrant abandoned the trade 
and became a partner in the shoe busi- 
ness of his brother. 

Of an observing nature, Humphrey 
soon found an avenue of expression in 
his new business. The constant jar of 
leather heels on concrete pavements 
which were then becoming common 
aroused his interest, and he set to 
work to perfect an artificial cushion. 

The result was the rubber heel in- 
vented in the little shoe store where 
he and his brother were carrying on 
business on an original capital of 
$1,800. bay 

The office of advertising manager 
came to be the most significant in the 
new organization for Mr. O’Sullivan’s 
early experiences as a printer convinced 
him of its value. A good share of the 
early profits from the rubber heel were 
used to buy space in newspapers and 
periodicals all over the country, and 
this campaign eventually became one 
of the greatest in modern merchandis- 
ing. Later it extended to the British 
Isles and continental Europe. 





Loren Yost Dead 


PORTSMOUTH, OHIO — Loren Yost, 
who served for 22 years as head of the 
accounting department of the Selby 
Shoe Co., died at his home in Scioto- 
ville, a suburb of Portsmouth, June 10, 
from a heart attack. He had been ill 
for several years, but nevertheless his 
death was a shock to his family and 
large circle of friends. He had worked 
the previous day in the office. He 
served in the Spanish-American War 
as a sergeant. 

He leaves a widow and one daugh- 
ter. Mr. Yost served as mayor of 
Sciotoville for several terms. 





Williams Explains 

JACKSONVILLE, FLA.—In connection 
with the report, made in the June 13 
issue of the BooT AND SHOE RECORDER, 
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that a petition in bankruptcy had been 
filed against the Miami Beach and 
Jacksonville stores of Russel Williams, 
Mr. Williams writes that he voluntarily 
filed a petition in bankruptcy in the 
Southern U. S. District Court in Mi- 
ami, that a receiver was appointed and 
that Mr. Williams has offered a 20 per 
cent composition, which comes up be- 
fore referee L. Earl Curry in Miami on 
June 27. 


Goldstein Joins M. & O. 


St. Louis — Al Goldsstein, formerly 
sales manager of the St. Louis Novelty 
Shoe Co., has recently joined the staff 
of the M. & O. Shoe Co., 621 North 
Ninth St., St. Louis, in the capacity of 
buyer and general manager. Al will 
visit the eastern factories very soon 
and place the fall requirements for his 
house. He expresses the opinion that 
the fall season looks very promising in 
his territory and predicts a big season 
all over the South in general. 





Kirby Picnic 

PITTSBURGH, PA., June 15. (UTPS). 
—Executives and employees of the 25 
Kirby shoe stores in the Pittsburgh dis- 
trict, with the staffs of several R. & S. 
stores, all operated by the Schiff Com- 
pany of Columbus, Ohio, held their 
annual picnic June 14 at Twin Wil- 
lows. Sports and other entertainment 
was provided on the program, and re- 
freshments were served. 





Fried in New Post 


New York—A. L. Fried, for many 
years superintendent and designer of 
the Best-Ever Slipper Co., has become 
associated with Vanity Fair Slippers, 
Inc. 

The company manufactures a popu- 
lar-priced line of soft sole and cement 
sole boudoir slippers to retail from $1 
to $3. 





Leases Department 


GRAND Forks, N. D.—C. E. Dezotel! 
has leased space in the Benner & Begg 
ready-to-wear store and is conducting 
his department under the name of “The 
Slipper Shoppe.” Vitality shoes form 
the main line. The management is very 
well pleased with the opening business. 





Stine Closes Store 


LOUISVILLE — Herbert Stine, Jeffer- 
sonville, Ind., who has been conduct- 
ing a retail shoe store in Jeffersonville, 
has closed it out and consolidated his 
business with his father, who has a 
shoe store in New Albany. 





Mrs. John S. Riley Dead 


New CANAAN, CONN.—Mrs. John S. 
Riley, proprietor of the retail shoe 
store at 104 Main Street for more than 
twenty years, died June 11. She is 
survived by her husband, a son and a 
daughter. 
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THE 
PROCESS OF 
REBUILDING VALUES 


from the low, panic level of 1930 has been 
going on for several months. 


Schaeffer has no rebuilding to do. We have 
never abandoned the belief that enough 
shoe wearers appreciate fine laces to war- 
rant our maintaining the highest levels of 
quality. 


This unflinching belief has been rewarded 
by a steady flow of business—and the ap- 


proval and respect of those who handle and 
use our Pure Silk Laces. 


SCHAEFFER & COMPANY 
222 Cedar Street, Reading, Pa. 














FINDINGS 

_ WHOLESALERS 
who stock and sell Schaef- 
fer Pure Silk Laces are 
building good-will and fu- 
ture prosperity on_ this 
sound foundation of un- 
varying quality and com- 

plete satisfaction. 


Boor anD SHOB RECORDER 
combining THE SHOE RETAILER, June 27, 1931 95 

















oes 


WHERE TO BUY 


Women’s Shoes 
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HORCO SLIPPERS are made better— 
and sell better—than any other slippers 
on the market in the popular price 
class. Catalog on Request 


VINCENT 
64-76 W. 23rd = ORWIEZ an mts 








CUSHION SHOFS 


JOnN EBBERTS SHOE 
x Bedale, N.Y. STOOR 








Ultra Smart Sandals 








Quality 
Best Color 

Predomi 
Combinations. redominates 
ona Write 
— Direet. 


BIARRITZ SANDALS, INC. 
120 West 30th St., New York City 








HAND TURN PUMPS 
PATENT OR CALF 
19/8 HEEL 
AA TO C, 2% TO 8, $4.25 
In Steck 







ROTH SHOE CO. 
Manufacturers 
52 N. Fourth St. 
Philadelphia 








NOTHING TAKES THE PLACE 
OF MOULDED SOLE 
ALL LEATHER SANDALS 





Speelalss 
Pajamas 
Interwoven te 

Irwin W. David 


The R. Stern Co. 
303 Fourth Ave. 
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Correction 


In an article in our June 6 issue, 
concerning earnings of the Selby Shoe 
Company, for the year ending March 
31, 1931, it was stated that total sales 
for the year amounted to $3,069,000. 
This was a typographical error, the 
correct amount being $8,069,000. 














THE MODERN TRIO 





















Shoes, hose and bags—the harmonizing modern trio are given a modernistic setting 


in this window at the Feinberg & Price store in Brooklyn, N. Y. 














>» WHAT'S SELLING? 4 





Heat Stimulates 


Cuicaco—Business in the Chicago 
area during the past week in the re- 
tail shoe field presented a _ rather 
heartening picture. 

“We have had to put on quite a bit 
more help to take care of the business 
we have been receiving since the ad- 
vent of the warm weather,” says a 
leading executive of the Marshall Field 
& Co. women’s shoe department. “It 
is very encouraging after the slack 
period of May when we suffered from 
so many consecutive rainy days.” 

“Fabrics are unquestionably the best 
sellers at present,” he continued. “Blue 
is still good, although I am not sure 
how long it’s going to remain that 
way. Suva cloth is selling quite well, 
also.” 

According to this official, Field’s 
have purchased fall models in suffi- 
cient quantity to take them to about 
September 15, not caring to anticipate 
further than that. Quite a few of 
these fall numbers are brown suede 
shoes, trimmed with dark brown 
patent. 

A. J. Mathews, manager of the 
Hanan & Sons’ State Street store in 
the men’s department, says: 

“Business is not bad—not bad at all. 
Our customers continue to give us their 
patronage in spite of bank failures 
and that sort of thing.” 

Men’s sport shoes are selling heavily, 
according to Mr. Mathews. Tans, two- 
tone tans and white and tans are go- 
ing fairly well, but black and white 
moccasin type sports are the outstand- 
ing shoes. 
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“We thought that grain leather 
would be very popular in the sports 
this year,” he explained, “but it has 
turned out to be just mediocre. How- 
ever, black and white combinations 
seem to sell themselves, especially in 
the moccasin type which men find ex- 
ceptionally comfortable. 

“It’s a big sport year,” concedes this 
shoe man. 

S. Katz, head buyer for the Fair, 
large Chicago department store, finds 
that the numerous bank failures have 
not affected the Loop shoe departments. 
(Recently, in Chicago, twenty-three 
banks closed their doors in two days.) 

“TI do think, however,” said Mr. 
Katz, “that the uncertain banking 
situation has hurt the business of the 
small outlying shoe stores.” 

Everything seems to be _ selling 
equally well, in the opinion of this 
buyer, nothing being a real stand-out. 

“Business in our shoe departments 
continues to maintain a slow but steady 
upward trend,” asserts Mr. Katz, “and 
I consider that a very favorable sign. 
It begins to look as though we have 
just pulled out of the slow, wobbly 
period.” 


Sandals Move 


ATLANTA, GA.—The exceptionally 
hot and dry weather of the past three 
weeks has greatly stimulated the sale 
of sandals, Atlanta dealers in women’s 
shoes report. Practically all stores 
carrying sandals have been compelled 
to re-order at least once, and some 
stores several times, as a result of this 
demand. Meanwhile, sports shoes in 
black and white and tan and white 
continue to sell steadily. 











































Ca ome 


“A FRIEND TO YOU” 











“The PIEDMONT” 


A distinctive new Southern Tie 
pattern on the popular Ritz last. 


Speedier size-ups 
and more real shoe 
to sell at $5 and $6 


Leverenz shoes are stocked sufficiently near 
you to minimize the time consumed in com- 
munication and transit. Because you get them 

“The PICCADILLY” quicker you can carry a smaller stock and make 
a faster turnover than you could if you had 
Fashion decrees narrower 


toes in men’s footwear—the to send farther away for them. 
Piccadilly is being accepted . 


a Set ae Another reason why you get quicker turns 
ee on the Leverenz Shoe is that it has in good 
measure all the elements that are needed to 
IN STOCK win customers and hold them. Here is a 
mighty fine calf upper stock well lasted to a 
good sturdy oak bottom, with leather quarter 
lining, clean stitching and all details compat- 
ible with real shoe satisfaction. 





Delivered from near by 


R. H. Lane & Co., Inc. 
Toledo, Ohio 


Crowder-Cooper Shoe Co. 
Indianapolis, Indiana 


Newell & Schneider Co. 
Pittsburgh, Pennsylvania 


Gramling & Collinsworth 
Atlanta, Georgia 


J. H. Churchwell Wholesale Co. 
Jacksonville, Florida 


Stewart Dawes Shoe Co. 

Los Angeles, California 
Washington Shoe Co. 
Seattle, Washington 
Jos. P. Dunne Shoe & Leather Co. 
Denver, Colorado 


Dower Bros. Ltd. 
Edmonton, Alberta 


cm i THE LEVERENZ SHOE CO. 


Quite the correct oxford for fall 


and winter wear. To be had in SHEBOYGAN, WIS. 


both Autumn Brown and Black Calf. 
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WHERE TO BUY 
Ballet Slippers &@ Sandals 








Im Stock Black Kid 
Ballet Right and Left 
Last 


Ladies’ $1.25 pair 
Misses’ $130 pair 
Child’s $1.15 pair 


BLOG SHOE CO., INC. 
147 Duane Street 
New York City 














GRECIAN 
DANCING yf 
SANDAL 


* KENDALL’S 


For Aesthetic 
Dancing 


IN STOCK 
BLACK WHITE 


GREY ‘AUN 
BLUE GREEN 
RED 





















Price $.75 


WHOLE 
SIZES 
ONLY 


Sizes 6 childs’ 

to 10 women’s 

Send for Circular 
DEPT. C. 











¢ KENDALL SHOE COMPANY 
HAVERHILL, MASS. * 


PROFITS 


Shoe retailers are finding 
extra profit in theatrical 
footwear these days. In- 
vestigate the profit possi- 
bilities of a theatrical de- 
partment. 





Write us! 


CHICAGO 


The Heffert THEATRICAL SHOE CO. 
Toe Siipper 3rd Floor, Capitol Bldg. 
159 N. State St., Chicago, Til, | 





Coast orders filled from: 
6715 Hellywood Bivd., Hollyweod, Cal. 





WHERE TO BUY 
Slipper Ornaments 











Pompons BOWS Ornaments 


of Every Description for 
Boudoir Slippers 





The right merchandise at the right time 
Selid colors in stock—samples on request 


HY-GRADE SLIPrae SUPPLY CO. 
693 Broadway 


New York Oity 




















Six Weeks Ahead 


DANVILLE, ILtL.—Black shoes in 
pumps and straps will lead the volume 
of sales for the next six weeks, be- 
lieves Frank P. Meyers. 

“The last few hot days indicate that 
white shoes in kid and fabrics will be 
a close second to black shoes for sum- 
mer wear,” he says. “Black and white 
combinations with black as a trim and 
not as the body of the shoes are show- 
ing extraordinary strength during the 
last few days. 

“Blue kid shoes will follow white 
and white and black shoes in popular- 
ity. Brown shoes will follow blue in 
volume. 

“Sport shoes should be considered 
apart from white, black, blue and 
brown solid body shoes. Sport shoes 
are the extra pair shoes. What the 
shoe business needs is the extra pair 
shoe. 

“What the shoe business needs most 
is more shoe consciousness among its 
public. Both men and women really 
need more pairs of shoes to carry out 
the completeness of their wardrobe. 
No woman of style propensity consid- 
ers herself properly gowned with fewer 
than seven different costumes: four 
street costumes, one of black or very 
dark blue, one of gray, one of brown 
and one of some other color.” 





Enjoy Good Business 


ROCHESTER, N. Y.—LaLonde & 
Clarke, Inc., manufacturers of high- 
grade children’s footwear, both welts 
and turns, have started production on 
their full run, and after a short shut- 
down for inventory are now operating 
at full capacity. 

Rush Clarke reports that they are 
looking forward to a good season, as 
they find that merchants who have tried 
cheaper children’s shoes are now re- 
turning to better grade children’s foot- 
wear. 

Tom LaLonde has just started his 
trips along with their other salesmen, 
and he reports an increased interest in 
high-grade children’s footwear. 

LaLonde & Clarke stock about sixty 
numbers at their factory, and they 
find a big demand for in-stock footwear. 





In Empire State Building 


Edmond S. Kornsand, widely known 
New York representative of the 
Charles A. Eaton Co., Brockton, Mass., 
well-known manufacturers of the Craw- 
ford and Eaton lines of men’s and boys’ 
shoes, is now making his headquarters 
at the Empire State Building, 350 
Fifth Ave., according to an announce- 
ment issued this week by Fred D. Rowe, 
vice-president and sales manager of the 
Eaton company. 





Frisco Shoe News 

SAN FRANCISCO, CAL.—Regal Shoe 
Co. has opened its third San Francisco 
store, located at 772 Market St., the 
other shops being at 807 Market and 
1386 Kearny. Keller’s shoe shop at 809 
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Market St. is to be closed, the stock 
to be moved to their Oakland store. 
Mandel’s Shoes, Ltd., featuring col- 
legiate shoes, located at 319 Geary St., 
are holding their farewell sale. 

There must be something about shoes 
that makes them hard to forget, per- 
haps because they are the basic neces- 
sity in all walks of life—at least, the 
young man who some time ago robbed 
the Gallenkamp Shoe Stores has now 
gone to the police and confessed; said 
he just couldn’t sleep at nights. And 
the peculiar fact is that, although he 
confessed to sixteen robberies in all, 
he was tried on only one—the robbery 
of the shoe store. 

“Shoes for the Bride” are, of course, 
the leading features in all shoe stores 
just now and give occasion for many 
“you’ve-got-to-stop-and-look” window 
displays. Frank More, 285 Geary St., 
finds the $9.75 opera pump a popular 
line, white faille crepe and black faille 
crepe going well, though patent leather 
and dull black kid are holding their 
own; the silk moire in either black or 
white, as well as the natural linen and 
the “off-white” satin, are also good 
sellers in this price of opera pump. 

Vacation needs are still specialized 
in window displays and inside the store. 
Hanan & Son, 157 Geary St., find that 
for spectator sports wear a favorite 
is the white calf with tan Russia trip, 
making a very striking eyelet tie. The 
Frank Werner Slipper Salon, 347 
Geary, features a swagger sport shoe of 
white buckskin, with saddle of black 
calf, with crepe sole. 





More Whites 


INDIANAPOLIS, IND.—Sales of white 
shoes have almost doubled over last 
year for the same period, according to 
local shoe merchants. “Anything 
white,” as Harry Summers, manager 
of Marott’s ladies’ department, puts it, 
“is selling. The calls for colors as well 
as all other lines of footwear is very 
narrow. Pumps seem to be the most 
favored, although there is some de- 
mand for the one-strap oxford. Sun 
sandals for sports wear are becoming 
very popular. 

H. G. Louden, manager of the Felt- 
man-Curme Shoe store, is having a 
run on men’s tan oxfords with leather 
heels and much perforation. The calls 
for sports shoes are very good and 
constantly increasing, especially in 
brown and white and black and white 
combinations. 

The general report from local mer- 
chants shows an increased volume in 
business so far in June over last year. 





Open New Store 


WINSTON-SALEM, N. C.—W. H. Nor- 
wood and Charles E. Davis, well-known 
Winston-Salem young men, have or- 
ganized the Norwood-Davis Shoe Store, 
Inc., at 425 N. Trade St. 

The members of the firm are pro- 
gressive young men who know the shoe 
business most thoroughly, and during 
their experiences in Winston-Salem 








have made many friends. 





Boot AND SHOE RECORDER 
combining THE SHOE RETAILER, June 27. 1931 
























TING 





dent. 
jago’s 
fon by 
today. 
s in the 
spose of 
L. Em- 
Hilemma 
go and 


the gov- 
t in con- 
ttempt to 
threaten 
re being 
ht over 


no ar- 
confer- 
speak- 
sion, “I 
é@ mayor 
Dwever. I 
bn for the 


h ‘a ‘late 
penuine 
a no ar- 
Ade for 9 
ernor: and 


ole pur- 
overnor 
oblem,” 

e St. 


& com- 
situa- 





mer- 
ways 
con- 


city 








DUP 













Boor AND SHOE RECORDER 
combining TH» SHop Reralter, June 27, 1931 











ATHLETE’S FOOT GAINS 
TOEHOLD ON NATION 


Medical Association Studies 
Spread of Fungus Disease; 
Hard to Cure. 


Philadelphia, Pa. June 9—P)\— 
Athlete’s foot stepped into the lime- 
light at the American Medical As- 
sociation’s annual meeting today as 
a@ national malady requiring serious 
consideration. 

It was the first topic on today’s 
clinical lecture program, under its 
scientific name, dermatophytosis, It 
used to be called ringworm, although 
there are no worms involved. It is 
a fungus disease, caused by vegetable 
molds that grow in the skin. 

Interest in this fungus centers in 
its ability to invade the best fami- 
lies, the swankiest places, to live in 
the finest clothing, to pick the most 
high-strung persons for its habitat 
and to increase in spite of cleanli- 
ness. 

Gains 400 Pct. Since War. 

Athlete’s foot has increased about 
400 per cent since the world war. 
But about its only relation to 
athletics is its picturesque name. It 
is also called Hongkong foot, toe 
ringworm and barcoorot. It has 
spread over most of the civilized 
world and the orient. 

Several species of the fungus are 
shown under microscopes at the ex- 
position. Some resemble berry bush- 
es; others look like reeds. Labora- 
tory tests show that they can grow 
on wool, feathers, many articles of 
clothing and even on shoe leather. 
In Weidman’s laboratory this fungus 
has been kept in paper envelopes 
for 433 days and at the end of that 
period was still alive, ready to grow. 

Origin Not Identified. 

The origin of the fungus in nature 
has not been ‘identified. Apparently 
it-is widespread, for monkeys have 
it quite commonly. It has been found 
growing upon straw. 

“Fhe toe cases are probably ac- 
quired in bathrooms,” Weidman 
states. “The highly strung man of 
affairs who perspires readily is much 







matic laborer.” 

The fungus is most easily caught 
by persons in the twenties. After 
that in decreasing order come the 
thirties, forties, fifties and the teens. 
Even babies get it and also old folks 
(in the eighties. It is worst in the 
hot months of June, July and August 
and more: persistent on toes than 


moist, warm place to grow. 


~ CHARGE TODAY 
ROND DEAL’ 








more predisposed than the phleg- A 
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elsewhere, because toes furnish aj! 















a A Safe, Sure 
Remedy for this 









SKIN INFECTION 
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Dr. Scholl's 





SOLVEX 


counters. 


is the most effective remedy for “Athlete’s Foot” 
ever perfected. It stops the itching at once, and its 
germicidal and antiseptic properties kill the germ 
immediately and effect complete relief. 


Profit by the increasing prevalence of this skin in- 
fection by recommending this safe, tested remedy 
and keeping it displayed in your windows and on 


Nationally Advertised 


circulars with your name 


Beca 
preve 
quest 
The 
Spr: 


THE SCHOLL MFG. CO., Inc. 
213 W. Schiller St., Chicago 62 W. 14th St., New York 
m Please send us...........—.........-...-- dozen jars of Dr. Scholl’s Solvex at $8.00 


a dozen. 





Name 


imprinted, when request 
accompanies your order. 


MAIL THIS COUPON NOW 


Newspaper Electrotype (J 


A very attractive counter display card 
given with each order for one dozen jars. 
We will alse furnish you 
with a newspaper elec- 
trotype and 250 Solvex 


Wholesale $8.00 a doz. 


Inserts FJ 


in such leading magazines as Collier's, The Saturday 
Evening Post, American Magazine, Golfers Magazine. 






Retail $1.00 a jar 


























Address 













City 


State 
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WHERE TO BUY 


Dancing Shoes and Taps 


BO 6 EET 





TAP SHOES Xtuee” 
+ IN-STOCK 
‘| No. 0700 Bleck Kid 


No. 9785—Patent 
Leather 


Tape 10c. a pair. 
BROOKS SHOE mee, S8: 


a 
Philadelphia 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 
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Boudoir Slippers In Stock 
UNUSUAL VALUES 


ize to 
eg om — Bik. 


One and 2- ‘strap 
Slippers In _ Stock 


& 
Comfort & Ballet Stlopers 
St.. Philadelphia, Pa. 








241 No. Lith 








W. 8S. CHASE & SONS 
HAVERHILL, MASS. 


FINE SLIPPERS 
MEN and BOYS 


HANDTURNED 

$2.00 to $2.85 
Bester Office: 601 Statler Bids. 
cea 
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No. 1434—Tan 
Kid Everett 
C-D-E, $2.60 


No. 1435—Tan 
Kid Opera 
> <<» C-D-E, $2.60 





L. B. EVANS SON CO., Wakefield, Mass. 
osccccccccccsoocooooee() 





SPOT DELIVERY 
ON SPORT 


a. > 
Boia white, blue, green, and yellow. Also in com- 
— sandals are built as well as the high priced 











RESTFULL SLIPPER CO., 663 Bway., New York 





DOORWAY DISPLAY 


In this Stetson Shop in Pittsburgh the doorway provides additional display space at night 
when the store is closed. 











» TRADE DOINGS ¢ 





Plan Convention Program 


ROCHESTER, N. Y.—With a commit- 
tee picked to nominate a slate of offi- 
cers and discussions assigned time for 
the two days, final plans for the an- 
nual convention of the New York State 
Shoe Retailers Association convention 
at Schenectady, Sept. 14 and 15, were 
completed last week by the organiza- 
tion’s Executive Council at Geneva. 

The council acted for the board of 
directors, which was unable to meet. 
Charles R. Strange of Binghamton, 
State president, presided. Others pres- 
ent included Vice-president Harold S. 
Read of Binghamton, Vice-president 
Jesse L. Patton of Schenectady, Sec- 
retary Harry A. Chase of Rochester, 
Ernest N. Park of Syracuse, past- 
president; William Pidgeon, Jr., of 
Rochester, past-president and president 
of the Rochester organization; Director 
Henry M. Smith of Penn Yan, Charles 
Excell of Penn Yan, Director Don 
Burke of Rochester, Charles S. Patton 
of Geneva, John Connis of Geneva and 
John Whittemore of Boston, president 
of the New England Shoe Travelers’ 
Association, who attended as a guest. 

Mr. Park, Mr. Pidgeon and Jesse 
Patton were appointed as a commit- 
tee to arrange a slate of officers. It 
was announced that members of trav- 
elers’ organizations would be admitted 
to membership. More than 100 reserva- 
tions already have been made for dis- 
plays at the convention. Retail estab- 
lishments having stores in various cities 
of the State are planning private con- 
ventions after the close of the asso- 
ciation session. 

President Anthony H. Geuting of the 


100 


national organization will address the 
convention. Jesse L. Adler of New 
York will lead a discussion on “Prob- 
lems of the Trade” at the Monday af- 
ternoon session, and Mr. Whittemore 
another on “Cooperation of the Shoe 
Traveler and Shoe Merchant” at the 
Tuesday afternoon meeting. James H. 
Stone, secretary and manager of the 
national association, will discuss “Pres- 
ent Day Problems of the Shoe Busi- 
ness” before the entire convention Mon- 
day afternoon. A speaker from the 
Amos Parish Co., yet to be named, 
will address the delegates Tuesday af- 
ternoon. Jesse L. Patton is chairman 
of the committee on arrangements. 
The meeting was held at the Hotel 
Seneca in Geneva after a dinner. 


Perkins-Smith Moves 


RocHEsTeR, N. Y.—Perkins-Smith 
Company, manufacturer of girls’ and 
infants’ shoes, has taken over its newly 
equipped factory at 24 Verona Street, 
abandoning its old plant at 106 Mill 
Street. The move is the latest one scat- 
tering the old Mill and Andrews streets 
shoe district in Rochester. The new 
plant, larger than the old one, has 
been equipped with new machinery. 


New Nettleton Shop 


NeEwaRK, N.. J.—The Nettleton Shoe 
Company of Syracuse, N. Y., has leased 
a store on the Broad Street side of the 
National Newark Building. This is a 
part of the nation-wide chain of spe- 
cialty shoe shops for men, women and 
children. This is the first Nettleton 
shop to be opened in this section. The 
store will be open about the first of 





July. 
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CLEVER ADVERTISING NOVELTIES 
SELL SCHOOL SHOES 





The newest and most educational advertising Souvenir for School 
Time Distribution. The time to plan for school shoe business is NOW! ! 


Your advertisement 
prominently displayed 
on the upper wheel as 
indicated. Merely 
turn upper wheel and 


Kioast ON 


\ SRELKE'S 
“SEPERATE CHMDREN'S OEPARINENT: re 


Lon Yay Fon us acrren somes SONY 


A most instructive and — 
educational advertis- 
ing novelty for Boys 
and Girls from 7 to 70 
—AND AT A PRICE 


information concern- 
ing state selected ap- 
pears in windows. 


PERMITTING WIDE 
DISTRIBUTION. 


3 Color Double Disc 8144” Wide 


The United States Geographical Wheel that gives 
12 important facts concerning every one of 
the 48 States and the District of Columbia 


THE LEDERER IMPORTING COMPANY 
“NOVEL ADVERTISING NOVELTIES,” 
108 West 32nd Street, New York City 


MEN’S SLIPPERS 


BY CEMENT PROCESS 
- To Retail at $2.50 


They are wonderfully flexible; have smooth linings and afford extra wear in the soles. 


For real comfort they cannot be equaled. 
Made in Everetts, Operas, and Romeos. Kid—black, brown, blue, red and green. 


Patent leather—both plain and with trim. 


Your Inquiry Invited Write for Particulars 









































OWENS SHOE CO. 


FACTORY 


BOSTON OFFICE 
589 ESSEX ST. 


183 ESSEX ST. 








LYNN, MASS. 
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WHERE TO BUY 
Fine Sport Shoes 
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GOLF SHOES 
. C340— All sizes in 
Sor immeodiote delivery. 
today ‘or complete 
catalog ATHCO Ath- 
Shoes. 
Athletic Shoe Co. 
914N. MarshfieldAve. 
Chicago, til. 





SAN LINE SPORTIEST OF 


SPORT SHOES 

P 
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U: 
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L. 
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WHERE TO BUY 
Work Shoes 
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“A Mile Away You Know Them” 


Sun Chasers 


SAN ALAI 


Natural linen and combination of grey, 
black and patent trim, gives a new 
theme to these sporty types. 


CATALOGUE ON REQUEST 





WORE, 
SHOE 


‘ 


a lh eh i i i 


WHERE TO BUY 


Riding Boots 
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RIDING BOOTS 
IN-STOCK 
For Men, Women and 
Children—also 
odhpurs 





Want Receivership Lifted 


St. Louis—In a petition filed last 
week the Hamilton-Brown Shoe Com- 
pany asked United States District 
Judge Davis to terminate the Federal 
Court receivership, in which the com- 
pany was thrown by creditors in May, 
1930. 

The petition, filed by Luke E. Hart, 
counsel for the company, states the con- 
cern is entirely solvent, after paying all 
but a few controverted claims, and as 
there is no longer need for the Federal 
Court retaining control of the com- 
pany, William R. Gentry-should be dis- 
charged as receiver. 

The company has $4,250,000 assets, 
including $1,600,000 real estate and 
$2,650,000 other assets, the purpose 
of the receivership to pay off creditors 
has been accomplished and the firm is 
able to meet any obligations, the peti- 
tion stated. 

Shortly after the petition was filed 
Judge Davis issued orders directing 
Gentry to pay $65,540 interest to ten 
banks, which were the principal cred- 
itors of the compnay when it went into 
receivership and whose loans have been 
paid in full by Gentry. 

Judge Davis also allowed payment of 
$916 to M. E. Singleton, former head 
of the company, for eleven days’ salary 
due him when the receiver took charge, 
and granted $1,326 legal fees to Car- 
ter, Jones & Turney for services before 
the receivership. 

In Hart’s petition claims in contro- 
versy which he asked be disallowed in- 
clude $4,500 back salary for Herman K. 
Bayer, a patent infringement claim for 
$250,000 by Joseph Rakonick and Henry 
Ratz, and a $250,00 claim by Ladew- 
Jones & Co. as minority stockholders in 
King-Tan Extract Company. Hamil- 
ton-Brown has a counter claim for 
$2,000,000 in this litigation. 


Move Headquarters 


STAMFORD, CONN.—Headquarters of 
the New England sales division of the 
Zapon Company has been moved from 
New Haven, Conn., to Stamford, Conn., 
to better facilitate deliveries and more 
efficient service. 

The New Haven office had been 
opened when the Zapon Company’s ex- 
ecutive sales offices were located in 
New York City. Now, with the exec- 
utive offices in Stamford, a closer con- 
tact with factory and laboratory is 
effected and at least one day is saved 
in deliveries. 

Mr. Oberender will continue 
charge of the New England Division. 


in 


Protects Instep 


New YorkK —A new and simple de- 
vice to prevent the vamp of pumps 
and other shoes from cutting into the 
flesh at the instep has been placed on 
the market by Vamp-Guard Co., 110 
West 34th Street, New York. The firm 
has a factory in Arlington, N. J. A 
number of stores are already selling 
the device. 


Heel Patent Suit 


PorRTSMOUTH, OHIO — Infringement 
of the Norton W. Kinney Patent No. 
1,790,925, covering alleged improve- 
ments in a wood-heel grooving ma- 
chine, is charged against the Vulcan 
Corporation, makers of wood heels in 
a suit filed in the U. S. District Court 
by the Slipper City Wood Heel Co. of 
r Boston. The complainant avers that 
the defendant company has been in- 
fringing on the patent since Feb. 3, 
1931, by making and using the wood- 
heel grooving machines embodying the 
patent, notwithstanding notification of 
infringement. 


“Boroso” Trade-Marked 


New YorK—F. Hecht & Company, 
Inc., announce that the name “Boroso” 
is a trademarked and copyrighted name 
exclusively theirs, applying to leathers, 
particularly shark skin. 

Frank Hecht, in explaining the rea- 
son for the announcement, said, “It 
has come to our attention that a num- 
ber of shoe manufacturers are featur- 
ing models made from shark skin and 
calling this leather ‘Boroso.’ We have 
instructed our attorney to file imme- 
mediate suit against those who are 
using our property without our per- 
mission. Before the trade buys any 
shark skin called Boroso, it should make 
certain that it is genuine Boroso.” 


Garofalo Bros. Move 


BRoOKLYN—Garofalo Brothers, man- 
ufacturers of high grade shoes, have 
moved their factory to new and larger 
quarters, taking over the entire eighth 
floor at 200 Tillary St. in the heart of 
Brooklyn’s industrial center, convenient 
to Manhattan. 

Increased business has necessitated 
their removal to these larger quarters, 
and the attributes its success at the 
present time to the making of quality 
merchandise for the better class trade 
and to a well trained organization and 
long experience in fine shoemaking. 

Emil Garofalo, president and treas- 
urer of the company, is in charge of 
sales and style, and James Garofalo is 
leather buyer and factory superinten- 
dent. The West Coast is covered by 
Max Zuckerman, who makes his head- 
quarters at the Hayward Hotel, Los 
Angeles, Cal. Herbert Eyre, the mid- 
dle western representative, will leave 
the last week in June on a trip through 
his territory, showing a complete line 
of fall samples. 

New York City sales offices for 
Garofalo Brothers Shoe Co., Inc., are 
maintained in Room 5382, Marbridge 
Building, 47 W. 34th St. 


G. A. Daughrity Dead 


BLOOMINGTON, IND. — George A. 
Daughrity, 59 years old, prominent 
shoe merchant here, died June 18 after 
an illness of several months. He was 
prominent in fraternal and club work. 
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French Colonial Influence 





Tinsel mesh inlays, a new note for the 
evening mode, is used in conjunction 
with this motif inspired by the 
FRENCH COLONIAL EXPOSITION 
in this Conway-Winter origination. 


Never before in the annals of the shoe industry has 
fashion been endowed with so sensationally romantic 


a source of inspiration. 


The costume mode for Fall due to the exposition 
offers a greater opportunity for distinction and in- 


dividualism. 


Manufacturers and retailers should be thoroughly 


conversant with the great extra volume potentialities Ap 


in the merchandising of authoritative styles devel- pace aor 
meng po aoe 
oped from the French Colonial Exposition. 1 


SrZ7 
Sh aa,’ 
ay HUI) & 

A complete range of authentic styles for each CRS ] 
important division of the costume mode will S 
be on display at the Boston Shoe & Leather 


Fair, July 7, 8 and 9 at the Hotel Statler. 


CONAWAY WINTER 


...- STUDIOS... 


70 Washington St., Brooklyn 41 South St., Boston 1421 Olive St., St. Louls 210 Michigan St., Milwaukee 
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WHERE TO BUY 


Children’s Footwear 


llth de ee ee ee 





MRS. DAY’S IDEAL BABY 


Soft Soles — Inter- 
mediates. Hard 
Soles — infancy to 
four years! 


Danvers, Mass. 











wort Shoes hag rer 


Whewell-Everston Shoe Mfg. Ce. 
Cedar Greve, Wis. 











Children’s Fine Goodyear Welt Shoes 


Made by 
THE GILBERT SHOE CoO. 
THIENSVILLE, WIS. 

















THE ORIGINAL 


SUNBATH ACROBAT 


IN STOCK FROM SIZE TWO CACKS 
THROUGH SIZE SEVEN WOMEN’S 


A Product of 


SHAFT-PIERCE SHOE CO. 
Faribault, Minn. 











C6 eS 


WHERE TO BUY 
Shoe Forms 
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Jaru Sorms 


for Shoes and Hosiery 
made of white. 





Directs Church Sales 


NEw YorK— 
S. B. Mallory, 
formerly mana- 
ger and buyer of 
Franklin Simon’s 
men’s shoe de- 
partment, has 
joined the _ sell- 
ing agency of 
Church’s_ British 
Shoes of New 
York City. 

Mr. Mallory 
will have charge 
of the sales in all 
territory east of the Mississippi, as well 
as Bermuda and South America. His 
New York offices will be located at 424 
Madison Ave. Mr. Mallory is well 
known to the shoe trade and has built 
up an enviable reputation for himself 
as an expert on men’s footwear. 

Church’s British Shoes is under the 
management and direction of W. G. 
Downing, whose shoe interests extend 
from coast to coast. 


S. B. Mallory 


Invents Instep Raiser 


H. Stern, for 
twenty years as- 
sociated with the 
retail store of 
Stern & Tannen- 
baum, New York 
City, has recently 
been granted a 
patent for an ap- 
pliance used to 
relieve pressure 
on the instep by 
raising the throat 
of the shoe. The 
instep raiser has 
been tried and approved by many re- 
tailers, Mr. Stern says. 


H. Stern 


Chain Stores Again 


SAN FRANCISCO, CAL. — Governor 
James Rolph, Jr., of California has 
signed Assembly Bill 1662, the Anti- 
Discrimination Act passed by the last 
legislature, whereby chain stores in 
California are prohibited from placing 
a unit alongside of, or in the imme- 
diate vicinity of, an established inde- 
pendent retail merchant and_ then 
quoting ruinous prices, prices that are 
below the legitimate cost of doing busi- 
ness, for the direct purpose of driving 
this independent out of business. 

The constitutionality of the act has 
already been tested by the Supreme 
Courts of Nevada and North Carolina. 

The California act, which becomes a 


| law the latter part of August, does 


provide that competition can be met in 
good faith but “not with the intent to 
destroy.” The presumptive proof that 
the act is being violated seems to rest 
on whether or not the chain is discrim- 
inating between different communities 
wherein it operates by selling commod- 
ities at a lower rate in one section than 
in another, after making allowance for 
difference, if any, in the grade, etc. 


104 


Foot Comfort Week Extended 


CHIcaGo — “Foot Comfort Week,” the 
annual June event originated fourteen 
years ago by Dr. William M. Scholl, 
this year has extended into the second 
week because of interest aroused 
through use of radio programs in ad- 
dition to the usual large volume of na- 
tional advertising released. Reports 
from shoe and department stores in 
all sections indicate a new awakening 
of the public during “Foot Comfort 
Week” to importance of foot health. 

Radio programs featuring Dr. 
Scholl’s “Foot Comfort Ramblers” over 
the National Broadcasting Co.’s Red 
and Blue networks, with both evening 
and afternoon broadcasts, have aided 
in building unusual interest in “Foot 
Comfort Week” this year, merchants 
report. For several programs part of 
the continuity has been devoted to ad- 
vantages of the special “Foot Comfort 
Week” service of participating stores 
everywhere, with the result, it is re- 
ported, that the event this year has set 
a new high mark for results and a 
public response requiring extension of 
“Foot Comfort Week” activities be- 
yond the period originally set, from 
June 13 to 20. 

After many years of educating the 
public to the importance of foot health, 
“Foot Comfort Week” has become rec- 
ognized as one of the outstanding co- 
operative merchandising events in the 
trade, it is reported from .all retail 
centers, and more merchants each year 
are participating. Public response, 
also, has materially increased, and this 
year use of radio is credited with a 
share in success of the event. 





Business First at Boston 
[CONTINUED FROM PAGE 41] 


Oakman, A. F. Jones. 

Tickets and Transportation—T. A. 
Delany, chairman; William Noll, H. P. 
MeNulty, Charles W. Morrill. 

Sports and Prizes—T. E. Murphy, 
chairman; George J. Lovely, James G. 
Lunney, Thomas H. Meade, Jr. 

Entertainment Committee—Harry P. 
Hunter, chairman; P. J. Barry, James 
E. Stevens, Frank B. Morrow, John 
M. Travers, C. N. Coggswell, Byron M. 
Brewer. 

Reception Committee— Harry P. 
Lynch, chairman; Arthur G. LaBonte, 
John J. Whalen, J. Goddard Brown, 
Arthur Simpson, D. J. Tobin, Ira F. 
Libby, Arthur P. Guild, Charles T. 
Walls, John T. Winsor. 


Bona Allen, Jr., Honored 


BurorD, GA.—Bona Allen, Jr., of the 
Bona Allen Shoe Co. at Buford, Ga., 
was recently honored by being elected 
vice-president for Georgia of the South- 
eastern Economic Council—an organi- 
zation to coordinate the leadership of 
the South along agricultural, industrial 
and commercial lines. 
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“THE BIG SIX” 


THE CONSOLIDATED NATIONAL SHOE Corp. 
ANNOUNCES ANOTHER 
IMPORTANT ADDITION 

TO THEIR GROUP OF FACTORIES 


The UNIVERSAL SHOE CORP. 


of SANFORD, MAINE 


THE MOST MODEL AND UP TO DATE SHOE FACTORY IN 
NEW ENGLAND. - CAPACITY 200 CASES PER DAY 


IUCC 
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UNIVERSAL SHOE CORP., SANFORD, ME. 


; LEO SILVERMAN, Manager 
SEE THIS LINE 
at the BOSTON SHOE STYLE SHOW, Room 512 








NATIONAL SHOE CO. OF BOSTON NATIONAL SHOE CO. OF ROXBURY 
Compo Process Footwear Women’s Novelty McKays 
Ritz Carlton Jack Vogel Rooms 1517-1518 Hotel Statler James Shapiro Room 506 




















NATIONAL SHOE CO. OF HAVERHILL 
Women’s Novelty McKays 
Hotel Statler Sam Getler Room 510 














PUBLIX SHOE CORP. OF STONEHAM UNITED NOVELTY SHOE CO. 
2 Units Compos and McKays LOWELL 


Frank S. Shapiro Jesse Aaronson 
Hotel Statler Henry Solar Room 508 Hotel Statler Abe Bernstein Room 574 
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> ON THE SELLING END « 


News of the Travelers and Sales Activities 


6 8 8 TO ee 


WHERE TO BUY 


Sport Footwear 
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“SPORTSTER” 


Official Girl Scout Shoes 
204 Sizes and Widths In-Steck 
A. SANDLER 
154 Lincoln St. 

Boston, Mass. Est. 1889 








WHERE TO BUY 
Slippers 


IN STOCK 


FOR IMMEDIATE DELIVERY 

Sizes 2%-8 
Take advantage of the 
finest quality line at 
exceedingly low prices in 
these unusually 
smart Hand 
Turned Pat- 
terns of 
black kid 
and good 

soles. 


Packed in 
18 or 36 
pair cases 


Write for 
sample pairs 


The Norridgewock Shoe Co., Inc. 
Con NORRIDGEWOCK, MAIN E eum, 








Juneau With Nu-Matic 


The Nu-Matic Shoe Company, Mil- 
waukee, Wis., manufacturers of the 
Nu-Matic cushion sole shoe for men, 
retailing at $6 to $7, has secured the 
services of Sam N. Juneau, Hollywood, 
Cal., who will cover the entire State 
of California for the Nu-Matic Shoe. 

The Nu-Matic line consists of fifteen 
samples, made in calf, kid and kanga- 
roo leathers. 


Alcorn with Hamilton-Brown 


H. M. Alcorn, who formerly traveled 
the Illinois territory for the Chicago- 
Godman Shoe Company, is now travel- 
ing the same territory for the Hamil- 
ton-Brown Shoe Company of St. Louis. 


“Lenny” Burdett Plays Ball 


“Lenny” Burdett, southern salesman 
for the Burdett Shoe Co., Lynn, is a 
baseball fan, also a baseball player, and 
admits it, in fact he is proud of it. He 
caught for Yale. So did his brother 
“Hap.” And they always are ready, 
when on the road, to go to bat when- 
ever any of their customers get up a 
ball game. 





Goes with Johnson 


George W. Har- 
ris will represent 
the William B. 
Johnson Shoe Co., 
of Dixon, IIll., in 
Illinois, Indiana 
and Wisconsin. 

Mr. Harris is 
well known to the 
trade throughout 
the United States 
and particularly 
through the ter- 
ritory which he 
will cover, having 
traveled this section as a special repre- 
sentative of the FlexRidge and Red 
Cross divisions of the United States 
Shoe Co. of Cincinnati, Ohio. He states 
after careful survey that the line he 
has chosen covers a greater need than 
most any other type of footwear. 

Mr. Harris is a style man and crea- 
tor of fine shoes, and his ability along 
these lines will be of unusual value to 
the trade that he has to call on with his 
new line. He is now in the territory. 


George W. Harris 


Sales Meeting Success 


McIntosh Co., New England distrib- 
utors of Natural Bridge Shoes, held 
their regular sales meeting at their 
headquarters in the McIntosh Build- 
ing, Springfield, last Friday and Sat- 
urday. This meeting was one of the 
most successful ever held and was at- 
tended by a full complement of their 
sales force. 

On Friday John G. Craddock and 
Arthur Sabine of Craddock-Terry Co., 
Lynchburg, Va., addressed the meeting, 
outlining the new merchandising and 
advertising arrangements for the fall 
campaign. 

Harry L. Adams and Ernest Burrill 
of the Proctor & Collier Co., the Nat- 
ural Bridge merchandising counsel, ex- 
plained in detail their portion of the 
program. 

On Saturday Mr. Sproat of the Fire- 
stone Rubber Co. addressed the meet- 
ing, outlining the new fall numbers, 
and the salesmen left for their terri- 
tories thoroughly impressed and great- 
ly enthused over the added prospects 
of increased business for fall. 


“Jimmie” Gorman with Junior 


“Jimmie” Gorman is now represent- 
ing the Junior Shoe Manufacturing 
Company of St. Paul, Minn., selling the 
Nimblefoot and Propr-Bilt brands in 
Missouri, Arkansas, Kansas, Oklahoma, 
Louisiana, Mississippi, Tennessee and 
Alabama. Mr. Gorman formerly was 
with the Melanson Shoe Co., of Man- 
chester, N. H., and Rice & Hutchins. 
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Heads Pacific Travelers 


Harry Benningson of Spokane, 
Wash., was elected president of the 
Pacific Northwest Shoe Travelers As- 
sociation in Portland at the annual con- 
vention of that organization, in con- 
junction with the convention of the Pa- 
cific Northwest Shoe Retailers Asso- 
ciation. 

Mr. Benningson succeeds Floyd L. 
Wisherd, who presided at the meeting 
of the convention. L. H. Espey of 
Portland was elected vice-president and 
Edward A. MacLean, also of Portland, 
was reelected secretary-treasurer. 

Members of the retailers’ association 
were guests of the Travelers at a spe- 
cial banquet and vaudeville entertain- 
ment in the Arabian Room at the Mult- 
nomah Hotel at which President Ben- 
ningson acted as toastmaster. 

In his speech of acceptance of his 
election as president, Mr. Benningson 
lauded the great fraternity with which 
he now heads in the Pacific Northwest, 
endeavored to cheer up the retailers, 
telling them that the dark picture of 
depression had been almost turned to 
the wall; that much constructive work 
was necessary and promised with the 
help of his selected committee to in- 
crease the membership of the Trav- 
elers. 


Dies Suddenly in Hotel 


W. R. J. Thomas, who has been cov- 
ering the Southwest for the Paramount 
Shoe Mfg. Co., of St. Louis, dropped 
dead in the Rice Hotel, Texas, recently, 
where he had gone on a business trip. 
He collapsed in an elevator which he 
had just entered on his way to his 
room. Attendants removed him to the 
emergency hospital room of the hotel 
and summoned physicians, but he died 
in a few moments. Mr. Thomas, who 
was an active member of the Southwest- 
ern Shoe Travelers’ Association, trav- 
eled out of St. Louis but had his home 
at 3738 Beach Street, Baltimore, Md. 


Joins Melanson 


Frank Morrow, a member of the firm 
of J. I. Melanson & Sons Corporation, 
until its liquidation, has joined the Mel- 
anson Shoe Co., of Manchester, N. H. 
For this firm he will cover special ac- 
counts and the larger cities in all parts 
of the country. 


Takes Patent Line 


John Siebert, of 22 Andrews Street, 
Rochester, N. Y., has been appointed 
New York State representative of the 
Colonial Tanning Co., of Boston. The 
Colonial Tanning Co. are well-known 





manufacturers of patent leather. 
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Avoid 


monotony 


if you want 
better business 


this Fall! 


with leathers that they have seen for years 
back! 
Monotony in leather is one reason for backward 


sales of women’s shoes. 
The leathers for fall shown by the House of Hecht 


Yow can't open a customer's glued pocketbook 


are gloriously inspiring — different — sales-inducing. 
There’s BOROSO, for instance —a smart Baby Shark 
leather that is taking the trade by storm—and is 
exclusive with Hecht. There’s genuine Alpina Cal- 
cutta Lizard in Chanel Grey or Brown. There's 
Nesian Lizard in Fir-Tree Green — HEKKO Silver and 
Gold Kid — BIORLOW Suede ... and a host of others 
gathered into a harmonizing, non-clashing, fashion- 
coordinated group. 

Remember, too, that Hecht and Quality are words 
spoken in the same breath. Despite handicaps and 
pressure the House of Hecht never sacrificed Quality 
to Cheapness. Price is a bottomless pit . . . Quality 
never slinks along the dark alleys of business... 

Yet the cost of a Hecht leather is always right 
with the market. 

Send for swatches of the exclusive Hecht Quality 
leathers for the fall season. 
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‘Boroso with Biorlow 


New Fall model in brown BOROSO Baby Shark 
with BIORLOW Suede to match. Two exclusive 
Hecht leathers. 


F. Hecht & Co., Inc. 
44 E. 39nd Sr., N. Y. C. 


Sole American distributors of Genuine Alpina 
Reptile Leathers and Boroso Genuine Sea Leathers 









BUY as you 
And Avoid Frozen Capital in End Sizes 


The Recorder Stock and Daily Sales Record Helps 
You Do Just That! 










































































































































































































Insures Accuracy of Buying Judgment < 
i on 
| Black “If a $5 Gold Piece Falls Thru — 
oe a Crack in the Floor”—is the price 

9 occa title of our instruction brochure ture! 

sete for keeping stock records: — the 

mo sei Supplied with each order for et 

oiht timeten the Stock Record System. oall 

sour 

One hour a day keeps your records M 

complete— abot 

Every sale and purchase recorded— ee 

Visible daily turnover and sales re- an 

port—with monthly inventory of pre 

each stock number— the 

Shoes on hand, on order, due, returns, sive 

transfers in or out from _ branch or | 

Form 103 stores— —_ 

—— a 25 FOR GROUP OWNED STORES Ce 

—the Stock Record System used in 
conjunction with the MASTER pa 
STOCK SHEET and the central office — 
CONTROL FORM, also a COMPARI- ful 
SON FORM for sales of total pairs goo 
= by seasons and years, gives the mer- at s 
chant-owner complete stock control at t 
H] Q with style and sale trend. These ome 
ss ait three forms are illustrated and are i 
FI] supplied - 
50 Sheets—$3.00 it 
> STOCK Recon 10 Sheete—$1.00 7" 
[82ee8ea8 (minimum order) no 
| Each fits the STOCK RECORD loose Fre 
leaf binder. fluc 
sho 
Black Cloth Binder—11¥%2” x 13%” ren 
—100 Daily Sales and Stock Sheets, doe 
| 1 Comparison Form, with 4 Inventory heg 
2 estas Pads (or 2 Inventory Pads, 100 ali: 
lms] « lor] |e] ® ! Sheets, and 2 Buying Order Pads, 50 ria 
sp and 1000 Carton tickets with lea 
ips:— 

$9.00 - 
West of Denver, $9.50 va 
Canada and Foreign, $10.00 me 
Above, not including pr 
CARTON TICKETS, $6.50 th 
West of Denver, $7.00 rel 
Canada and Foreign, $7.50 a. 
Postage Prepaid—Check with order, please po 
(New Revised Fifth Edition) th 
} Your choice of DeLuxe flexible imitation leather binder do 
} shown above, or— Shoe Carton Tickets do 
| Black cloth binder below. Clips supplied when quantity erdered in 660 oF more. : 
Postage prepaid—check with order, please. lir 
} WRITE FOR OUR FREE BOOKLET ON STOCK-TURN. A0 
he 
MERCHANTS SERVICE DEPARTMENT a 
Boot and Shoe Recorder in 
1334 REPUBLIC BLDG. CHICAGO, ILLINOIS ” 
—— ee th 
at 
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Merchandising Men's Shoes at a Profit 


field. Most successful manufacturers 
do not try to make shoes to sell for $5 
and for $15. Hence it is necessary to 
select merchandise to sell for each 
‘price from among a group of manufac- 
turers who are best equipped to meet 
the requirements of that particular 
price field. Likewise it would be a 
mistake for a dealer to buy shoes to 
sell for fifteen dollars from the same 
source as those for five dollars. 

Men as a rule are inclined to pay just 
about the same price for their shoes. 
This tendency is generally a result of 
their income; it may be a result of 
adapting their wants to their social 
status; or it might have evolved from 
the satisfaction derived from an impul- 
sive purchase at a price either higher 
or lower than was consistent with their 


income. 
COMPETITION is a guide to price 
lines in that it shows the conspic- 
uous successes and failures. It is best 
judged by making a chart of competi- 
tor price lines to see how many success- 
ful dealers are merchandising their 
goods at five dollars rather than six, 
at seven dollars rather than eight-fifty ; 
at ten rather than twelve, etc. Unless 
one is attempting the very lowest price 
or the very highest price it is reason- 
able to assume that the strategic price 
lines are those which are most popular 
with successful dealers. 

While prices in men’s shoes are by 
no means fixed they are not volatile. 
From 1921 to 1930 there was so little 
fluctuation in market conditions in the 
shoe and leather industry that prices 
remained practically constant. This 
does not mean that the industry was 
healthy but quite the adverse. Demor- 
alization prevailed in the raw mate- 
rials market and overproduction of both 
leathers and shoes made it difficult for 
tanners, manufacturers and dealers to 
overcome operating expenses. 

The comparison of actual sales at 
various prices is the only reliable 
method of determining the one best 
price line. The conditions under which 
these actual sales were attained must 
remain as constant as is practicable if 
a true picture is to be reflected. Sup- 
pose for example we are trying to find 
the best price above five and below ten 
dollars. If a line is introduced at seven 
dollars bearing a 25 per cent mark-on 
it will naturally outsell a competitive 
line at eight dollars which carries a 
40 per cent mark-on. On the other 
hand, a line at eight dollars extensively 
advertised would outsell the same line 
priced at seven fifty without advertis- 
ing. 

Regardless of number or range of 
price lines chosen it is essential that 
the best possible merchandise be offered 
at each price. Offering the best pos- 
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(CONTINUED FROM PAGE 38) 


sible merchandise involves presenting 
an adequate assortment of appropriate 
styles in the best quality available at 
each price. Quality in men’s shoes em- 
braces the combination of the best 
selection of materials with the highest 
standard of workmanship obtainable at 
the price. 
operations of production and distribu- 
tion are executed under precisely the 
same conditions, quality and price con- 
verge at one point to create the one 
best possible value. Thence other qual- 
ities at either higher or lower prices 
are “values” only in their relation to 
the one best possible value. The vari- 
ables involved, however, are so complex 
that they must be thoroughly weighed. 

Customer differences in style and 
quality are the determining factors in 
arriving at a proper selection. Men’s 
shoes are so standardized in appear- 
ance that it is often difficult to cause 
a $10 shoe to look $3 better than a $7 
shoe. But if there is not that margin 
of difference to the customer’s eye, the 
$10 shoe suffers a sales resistance even 
though the customer is quite willing to 
spend $10 for the shoe he wants. 

Customers assume that a ten dollar 
shoe will wear better than a seven 
dollar one. Hence it is fundamental 
that better materials must be used. 
This, however, is only a technical dif- 
ference that is not always apparent. 
One way of creating customer differ- 
ence is to adopt lasts which convey a 
different feeling of character and which 
possess a definite and distinctive ap- 
peal. Here we are dealing with in- 
tangibles which cannot be labelled 
“right” or “wrong.” A style which 
may impress the wealthy banker as 
being exclusive and good looking might 
seem so queer to the laborer that he 
would not wear it if the price were 
ridiculously low. 


EFINEMENTS which serve little 

or no intrinsic purpose but which do 
add to the cost of production are sug- 
gestive of quality. Under this head 
would come the finish of the edges, 
piped or beaded tops, heel plates, the 
more expensive types of rubber tips for 
heels, the sole finish, etc. 

Merchandising after all is facilitat- 
ing the decision of a customer to buy, 
whether it be by means of a strategic 
location, advertising, display, service, 
or a sales argument. Hence eliminat- 
ing confusion from the customer’s mind 
is a way of overcoming one type of 
sales resistance. Apparent duplication 
of one quality at two prices creates in 
the customer’s mind an impression of 
dishonesty, and duplication of styles at 
the same price not only makes a final 
choice difficult on the part of a cus- 
tomer but also adds the expense of a 
diminished turnover by employing two 
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Theoretically, if all the’ 





or more styles to do the work of one. 

Arriving at the ideal style assort- 
ment is a never ending process, al- 
though styles in men’s shoes are suffi- 
ciently staple so that radical changes 
from one season to the next are. not 
common. It is doubtful, however, if 
any one manufacturer or any one 
(lealer can do the perfect job at any 
one time, the perfect job being to at- 
tain the maximum volume from the 
minimum number of styles with the 
creation of profit and good will. Much 
general information can be gathered 
from style counts taken at key points 
in the community; from the suggestions 
of experienced salespeople; from the 
criticism of customers; from the ob- 
servation of competitors’ lines, and 
from the advice of intelligent repre- 
sentatives of manufacturers. It is not 
difficult to ascertain from these sources 
what the two or three fastest selling 
styles are, but it is more difficult to 
determine the additional styles that 
should be selected in order to round out 
the basic styles. Actual experimenta- 
tion with a small number of units in 
various styles is the only dependable 
and at the same time economical means 
of approaching a satisfactory assort- 


ment of styles. 
[N general men’s shoes fall into sev- 
eral classifications or families of 
lasts as follows: 
1—Wide Toe 
2—Medium Toe 
3—Narrow Toe 
4—Custom Toe 
These types are multiplied, however, 
by the adoption of mechanical differ- 
ences such as a flat last or a rocker 
last; by the use of various kinds of 
leather; by the detailing of straight 
tips, plain tips, brogues, and semi- 
brogues; by weight of materials used. 
The objective in planning an ideal 
assortment of styles is to choose lasts 
of each type which possess fitting qual- 
ity and eye appeal. The English boot- 
maker often remarks aptly “what suits 
the foot doesn’t always suit the eye.” 
Likewise many men admire a last 
which is mechanically unfit for their 
feet. A somewhat arbitrary line must 
be drawn at the point where the addi- 
tion of styles is to cease. The addition 
of styles beyond a certain number tends 
to diminish turnover unless the serious 
mistake is made of omitting a style, the 
sale of which has been grossly under- 
estimated. ‘The whole answer is that 
turnover must be maintained at a suffi- 
ciently high rate to operate at a satis- 
factory profit. The actual record of 
sales by styles at each price is the 
decisive factor. The method of com- 
piling this record and adapting it to 
practical use will be elaborated under 
the subject of stockkeeping. 
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SALESMEN WANTED 


SALESMEN WANTED 


FOR SALE 








Representatives Wanted 


“Self-Starter,”” the nationally known 
infants’ first walking shoe that knows 
no depression, is to be open in a few 
territories for next season. *‘Self- 
Starters” are being sold to thousands 
of aggressive shoe merchants by an ex- 
ceptionally high grade side line sales 
organization. Are you the live wire 
we are looking for? 10% commission, 
forty samples, light and easy to carry. 
Write for particulars. 


THE CARPENTER SHOE CO. 
Rochester, N. Y. 








Juvenile Line Salesmen 


Our plan to carry our Juvenile line separ- 
ately by specialty salesmen beginning next 
season, makes it possible for us to offer 
several very excellent territories. We are 
interested in applications only from sales- 
men who have sold Juvenile shoes. Give 
age, experience, and references. Territor- 
ies available as follows: Kansas and 
Nebraska; Oklahoma and Arkansas; Texas; 
Mississippi and Louisiana; Florida, Georgia, 
and Southern Alabama; Kentucky, Tennes- 
see, and Northern Alabama; North and 
South Carolina. 


WEYENBERG SHOE MFG. CO. 
Milwaukee, Wisconsin 














SHOE SALESMEN wanted to carry our spats 
and shoe ornaments as a sideline. Please 
give territory and_ references . with reply. 
MANOLIS MANUFACTURING CO., 4248 
No. Crawford Ave., Chicago, IIl. 


ALESMAN WANTED for Central West, 

South East and Eastern Territory. Men’s 
Work Shoes, Lace Boots. $5.00 and $6.00 
Retail Dress Shoes. Commission basis. Firm 
established 1879. Give reference and full in- 
formation in first letter. H. J. Justin & Sons 
a. Box 218 Hempolia Station, Fort Worth, 
exas. 








SALESMEN WANTED:—Allow us to send 
you a commission check each month that 
will take care of your auto expenses and hotel 
bills. We are doing this for a number of men 
who are selling our popular priced line of “Step 
Rite’ infants’ shoes as a side line. Good 
territory now open, all numbers in stock, 10% 
commission. If you are a go-getter, write to- 
day for details. C. - HAWKES & SON, 
Rochester, N. Y. 


EXPERIENCED SALESMAN WANTED, 
Massachusetts, Rhode Island and Connecti- 
cut. Sell women’s welts, Four, Five, Six Dol- 
lars. In application give full particulars, sales 
references, age, experience, past and present 
connections. Good opportunity for good man 
Address C-531, care Boot & Shoe Recorder, 
239 West 39th Street, New York, N. Y. 


FOLLOWING territories still open on our 

line of instock novelty shoes in DeLuxe 
Compos and fast selling McKay shoes to re- 
tail at $4.00 and $5.00; Arkansas, Kentucky 
& Tennessee, Northern California, Ohio, Wis- 
consin, North & South Carolina, Virginia & 
West Virginia, and other desirable territories. 
Address Shu-Stiles Incorporated, 1330 Wash- 
ington Avenue, St. Louis, Missouri, giving full 
Particulars. 











GEVERAL very desirable territories still open 
on our line of nationally known, fast sell- 
ing patterns of women’s hot novelty shoes to 
retail at $3.00. This is a volume producing 
line and offers splendid earnings to hustling 
salesmen. Address Stylo Shoe Company, 1330 
Washington Ave., St. Louis, Missouri. 





GALESMEN wanted to carry side line of 
men’s and women’s moccasin sport shoes 
and slippers. Good territories open, with liberal 
commission. Give all details in first letter. 
Cc. F. BOWS SHOE CO., 756 N. Main St., 
Brockton, Mass. 


RETAIL MEN in Atlantic and Middle States 

who have a following of men customers to 

represent direct to wearer a men’s $5.00—$6.00 

dress shoe. Address C-530, care Boot & Shoe 

Recorder, 239 West 39th Street, New York, 
pg 








POSITION WANTED 


FOR SALE or rent. Modern Shoe Factory 
plant in a most beautiful town to live with 
plenty of the best experienced labor. Several 
men have made their fortunes here. This is 
your opportunity. O. H. Watts, Millers. 
burg, Pa. 





GHOE store in a suburban town of New York 
city, population 15,000. Can be bought with 
or without stock. All the best lines available. 
Low rent and fine trade. Will require small 
amount of cash to undertake. Address C-528, 
care Boot & Shoe Recorder, 239 West 39th St., 
New York, N. Y. 





FOR LEASE 





REMODELING department store 100% loca- 
tion. Will lease space for popular price 
— ™ Write 236 King St., Charles- 
ton, S. 





LINE WANTED 





SALESWOMAN desires good line children’s 
shoes, throughout Bronx, Westchester County. 
Excellent sales ability. Address Box C-527, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 





WANTED TO PURCHASE 





BEST prices paid for broken lots of Nation- 
ally advertised men’s or ladies’ shoes. Write 
Enelow Boot Shop, Greensburg, Penna. 





G ALESMAN—-Greater New York and sub- 
urbs. Twelve years’ experience calling on 
the infants’ and children’s spec. stores. Was 
connected with children’s shoe manufacturer. 
Has large personal following. Would like to 
connect with reputable house. Address C-525, 
care Boot and Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 





SHOE manager and buyer. Thirteen years’ 
experience, excellent salesman, graduate 
practipedist, also Scholl’s Orthopedic Training 
School. Age thirty. Edward Blackburn, 
Woolstock, Iowa. 


SALESMAN with good record open for a 
line of women’s shoes suited to the larger 
department stores. Address C-526, care Boot 
& Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 





MANAGER WANTED 





WANTED, experienced general manager for 
chain of ladies’ retail shoe stores. Only 
one with experience, good results and refer- 
ence need apply. Address C-529, care Boot & 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 





BUSINESS OPPORTUNITY 





Wwe buy close outs and entire stocks cf 

general merchandise, clothing, and shoes 
for spot cash. Have you anything? Write 
today. Harry Goodman, 1020 Roosevelt Rd., 
Chicago, IIl. 





The rate for all displayed 





The rate for “Position and Lines Wanted” 


CLASSIFIED ADVERTISING RATES 


h advertisements is 4 cents per word for all undisplayed advertisements. 
Minimum charge 75 cents. For all other classified advertisements the rate is 7 cents per “a Minimum charge 
$1.25. When a box number is desired twelve words should be added for 
word of the address should be ae. 

classified advertisements is $5.00 inch with a maximum of ‘ 
Classified advertising is payable in advance. ageing eng sie eo 
"Advertisements for this page must be in our New York office on Friday of the week preceding publication Oe 


the address. In all other cases each 
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" MIERCHANTS’ NEEDS 


HOTELS 
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uy Cup siles— 
for prace,lolets at any angle 


Gross $5.00 
Half Gross $2.75 


Satisfaction 
Guaranteed 


M. D. POLLINGER CO. 
216 Holland Bldg. St. Louis, Mo. 





FOR SCHOOL OPENIN 


7 SS 


GIANT ERASER PENCIL BOX 

Contains 3 col. Blotters, Pencil, 

Penholders, Pen Point and Ruler. 
Send 15c. for Sample. 
Distributors— 

Paramount Souvenir Adv. Co. 
350—4th Ave., New York, N. Y. 
Royal Souvenir Co., Inc. 

1613 E. New be ig Fiesta Brooklyn, 











Milbradt 
Rolling Step Ladders 


Enable you to reach your 
highest shelves convenient- 














ly. 
They last a lifetime 
and 


Are made in any style, 
shape or size to fit any 
kind of shelving. 


Write for general catalog 
and let us suggest the 
best ladder for your use. 


Milbradt 
Manufacturing Co. 
Established 1895 


2416 No. 10th Street 
ST. LOUIS, MO. 




















made by 
SEGALLE SONS 


933 ARCH ST. 
PHILADELPHIA, PA. 


ARE BUSINESS GETTERS 
SEND FOR CATALOG 
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An Entire Block on the Boardwalk, 
between New Jersey Ave. and St.Charles Place. 


# AMERICAN and EUROPEAN PLANS 
SUN DECK 


The largest and longest on the Boardwalk. 
Occupying an entire city block directly facing 
The foremost point at sea, in 


ATLANTIC CITY 


the ocean. 


Sea Water Baths 
Concerts Daily 


























MERCHANTS’ NEEDS 











Display Fixtures 


E. DODGE 
458 Washington St., Bosten 








Send Glass Sizes for Estimate 
Designs and Materiais - No ODligation 


CAMDEN ARTCRAFT CO. 160 NWellsSt. 


CHICAGO. ILL. 





WANTED TO PURCHASE 








If you contemplate selling your 
entire or surplus stock com- 
municate with us. Prompt at- 
tention given. 
KIRSCH-BLACHER CO., INC. 
590 Broadway New York 
Phone Canal 6-4298 and 42399 











We will pay the best price for 
your surplus or entire stocks of shoes, 
general merchandise or department 


Phone - Write - 
All matters strictly confidential. 
I. SIMON CO. 
101 Reade St., New York City 
Phone Worth 5922 Est. 1886 
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The Home Hotel 
of New York 


Homelike in service, 
appointments and lo- 
cation... away from 
noise and congestion, 
yet but a few minutes 
from Times Square... 
garage facilities for 
tourists. 


Room and Bath from 
$3 single $4 double 


500 Rooms 


Home folks will 
like this hotel 


HOTEL 


BRETTON HALL 
BROADWAY at 86th ST. 
=== NEW YORK 


Sports for Atlanta 


ATLANTA, GA.—With the advance of 
the summer, indications are that this 
will be the best sports shoe season in 
the history of Atlanta’s women’s shoe 
stores. The higher class stores are re- 
porting a strong demand for brown and 
white buck-skins; brown and white, 
black and white and two-tone kids, and 
linen, both in the natural shade and 
white. White kid shoes are reported 
not to be going so well, despite deter- 
mined efforts on the part of the lower- 
priced stores to arouse an interest in 
them. 




















































sgt eS arena 


a wielnieiaass a Aaeitak o 


Se tccochiek wii el Sb Bie ANIL Sa sat 


i a aa te ee eg fom Sn 
Sat Rei eisai a 


= 




















MERCHANTS’ NEEDS 








A Quick Selling 
Side Line Item 








VAMP EASER 


Eliminates Binding at Instep 


on pumps and strap slippers; also eases 
vamp seam on men’s oxfords and women’s 
ties. 
Removes pressure from corns and bunions 
without stretching shoe elsewhere. No 
strain on stitching. Sells for $17.50 F.O.B. 
Chicago. 
A number of desirable territories are open. 
State territory covered. 

325 W. Monroe St. 


Vamp Easer Co. ~ "chicago, Il. 
Merchants—Write for particulars. 











Saturday Shopping 


CINCINNATI—Cincinnati shoe retail- 
ers and all downtown department stores 
have joined in a movement instituted 
_ to make Saturday shopping popu- 
ar. 

All stores, for the first time in many 
years, will be open all day Saturday, 
during July and August. 

The object is to make Cincinnati once 
again a “week-end” city. Hotels and 
amusement parks will provide special 
features. Railroads and bus lines have 
made special rates for transportation 
during these months. 

The Cincinnati Chamber of Com- 
merce is behind the movement. 

Cincinnati retail stores report splen- 
did business in white, both in fabric 
and kid, sandal styles leading over 
pumps and oxfords, which are, how- 
ever, exceedingly popular. Mr. New- 
boldt, Smith-Kasson Co., states that 
April, May and June have exceeded 
last year in sales. Pastels have been 
very popular at this store in linen and 
kid combinations. 


Sales Gain 


ATLANTA, GA.—Business for June, 
according to reports from the shoe de- 
partment of Rich’s, is already $5,000 
in advance of figures for last June, and 
indications are that the month will run 
into one of the best in the history of 
the department. During the past year, 
according to Oscar Thompson, man- 
ager of the department, Rich’s sold 
20,000 more pairs of women’s shoes 
than were sold during the previous 
year. 


HOTELS 























Typical room, 
converted at 
night into 4 
sleeping room. 





Enjoy the Comfort of a 
Real Home in 


NEW YORK'’S FINEST 
RESIDENTIAL HOTEL 


She 


GEORGE WASHINGION 
Lexington Wve. 23% to Z4 st 


Only a few quick minutes from 

business, shopping and arhuse- 
ment centers, yetyou will enjoy the quiet 
repose of a country town at evening. 
Such is the fortunate location of the 
George Washington Hotel, a distin- 
guished residential hotel. 


ROOM WITH BATH 
DAILY WEEKLY 
$2.50 to $3.00 


THE BEST FOOD IN NEW YORK © 


$14 to $17.50 








Following Directions Pays 


ATLANTA, GA.—Following out the 
suggestions made by the BOOT AND 
SHOE ReEcoRDER for advertising, dis- 
playing and selling sport shoes has 
paid very well indeed for the women’s 
shoe department of Muse’s, in Atlanta, 
Ga., according to W. L. Lowe, man- 
ager. 

For the entire week of May 15 to 22, 

one display window was used by the 
department to show the three classes 
of sport shoes—active, spectator and 
dress spectator sport shoes. A _ two- 
column, 8-in. advertisement also was 
run during the week, while the models 
advertised and displayed were put on 
display in the department. 
The result was so good that the ad- 
vertising has been run twice since with 
but minor variations, while the shoes 
shown have been re-ordered twice— 
once a week since the “Sport Shoe 
Week” was held. 





O. A. Kimber Dead 


INDIANAPOLIS—Oscar A. Kimber, 58 
years old, a shoe merchant in this city 
for many years, died June 18 at his 
home after a short illness. He and 
his son, H. C. Kimber, had been asso- 
ciated in the operation of the Penn- 
Wash bootery, 4 North Pennsylvania 
Street, for some time. Mr. Kimber 
was born in Muncie, Ind., and came 
here when a small boy. He had been 
in the shoe business at or near his 
present location for forty years. 
Funeral services were held June 20 at 
a local mortuary. He is survived by 





the widow and a son. 
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Changes in Slippers 


PHILADELPHIA — Herman Prossack, 
who for the past year has been in 
charge of production of the Keystone 
Slipper Co. of Philadelphia, has pointed 
out some of the changes that have come 
about in the product in that time. 

In addition to making a staple line 
of boudoirs, which was their principal 
product up to that time, the line has 
been very greatly enlarged. They have 
developed a long list of high novelty 
styles in mules, D’Orsays, sandals and 
general fancy footwear. This has been 
really an entire revamping of the line, 
and the grades have been very mate- 
rially raised. Many striking color com- 
binations in fabrics and silk are shown 
in a number of the models and a very 
clever application of metallic trimmings 
in others. All the shoes are now of 
cement process construction which, Mr. 
Prossack stated, has made for not only 
finer appearance and finish, but greater 
uniformity. 

The sample line for the coming sea- 
son has just been completed, and its 
first showing will be made at the Shoe 
& Leather Fair in Boston. 





59th Birthday 


PITTSBURGH — The Artzberger shoe 
store, in East Ohio Street, Northside, 
is celebrating the fifty-ninth anniver- 
sary of its establishment. The store 
was started by George Artzberger in 
1872. A high standard of quality foot- 
wear has been pursued throughout the 
years of the store’s existence. Many 
persons for half a century have been 
patrons. Mr. Artzberger retired from 
active business seven years ago, when 
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he sold the place to M. Nevin. 
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Ridge—The Leader 
etc.; succeeded by 


ARKANSAS — Walnut 


Store, Inc.; boots, shoes, 


Cc. 8S. Churchwell. 

CALIFORNIA—Santa Ana—Chester A. Wat- 
kins (Watkins Bootery) (Sycamore & Fourth 
Sts.) ; boots and shoes; reported selling or sold 
out. 


ILLINOIS — Chicago — Krueger & Hoeck Co. 
(910 W. Jackson Blvd.) ; manufacturers ladies’ 
shoes; name changed to Hoeck Shoes, Inc. 

Herrin—Sohn’s Quality Store, Inc.; boots, 
shoes, etc.; inc. authorized capital $20,000. 

KENTUCKY — Lexington — Spears & Bourne 
(211 N. Limestone St.); boots and shoes; re- 
ported selling or sold out. 

MAINE — Lubec — Smith & Whalen; 
shoes, etc.; partnership dissolved. 

MASSACHUSETTS—Haverhill—L. B. Dudley 
Shoe Co. (153 Essex St.) ; manufacturers; inc. 
authorized capital $50,000. 

Stall & Baker; shoe manufacturers; recently 
commenced business. 

Lynn—Made-Well Shoe Co.; manufacturers ; 
J. M. Meirovitz retired. 

Taunton—Bargain Shoe Mart; boots and shoes ; 
business certificate filed by Irving Haberman. 

MICHIGAN—Detroit—Hoffman Shoe Co. ; boots 
and shoes; inc. authorized capital $2,000. 

Jackson—Hocking & McCann Shoe Co. (100 
Michigan Ave. W.); partnership dissolved; suc- 

by H. F. McCann. 

Newberry—Richardson Shoe Co.; boots, shoes, 
ete.; reported selling or sold out. 

NEW JERSEY — South River — E. Rosenberg 
(Bargain Shoe Store) (15 Ferry St.); reported 
selling or sold out. 


boots, 





THE Business 
BAROMETER 


Business Changes 


Union City—Cinderella Slipper Co., Inc. ; man- 
ufacturers; recently incorporated. 


NEW YORK—Bronx—Paramount Shoe Re- 
builders, Inc.; boots, shoes, etc.; inc. authorized 
capital $10,000. 

Brooklyn—Herbert J. Diamond Shoe Supplies, 
Inc.; boots and shoes; inc. authorized capital 
$5,000. 

D. Kaminowitz, Inc.; boots and shoes; 
authorized capital $10,000. 

New York City—Stern & Tannenbaum Smart 
Shoes, Inc.; boots and shoes; inc. authorized 
capital $10,000. 

Rochester—Perkins-Smith Shoe Corp.; manu- 
facturers; removed to 24 Verona Street. 


OHIO—Ada—J. T. Cunningham; boots, shoes, 
etc.; succeeded by E. L. Gesaman. 

Marietta—Frank Zide & Bros. 
Store’) (142 Front St.); boots, 
partnership dissolved. 


PENNSYLVANIA—Philadelphia—Boston Shoe 
Stores, Inc.; boots and shoes; inc. authorized 
capital $5,000. 

F & P Shoe Co. (not inc.) (68 N. 4th St.); 
manufacturers; partnership dissolved. 

Eva Kleinman (‘Eagle Shoe Market’’) (3052 
Kensington Ave.); boots and shoes; reported 
selling or sold out. 


RHODE ISLAND—Providence—Simon Pearl- 
man (236 Atwells Ave.) ; boots, shoes, etc.; ad- 
vertising to sell out June 17. 


SOUTH CAROLINA—Anderson—B. O. Evans 
Co.; boots, shoes, etc.; inc. authorized capital 
$20,000. 


inc. 


(“The Fair 
shoes, etc. ; 


Failures, Embarrassments, Etc. 


ALABAMA — Birmingham — Milber Shoe Co., 
Inc.; boots and shoes; reported petition in 
bankruptcy. 


ILLINOIS—Chicago—D. B. Brimm (1115 Bel- 
mont Ave.) ; boots, shoes, etc.; reported assigned. 

Cydon Kraverts (“State Boot Shop’) (2726 
Milwaukee Ave.); boots and shoes; reported 
petition in bankruptcy. 

Lester J. Yarmo (2408 Lincoln Ave.) ; boots, 
shoes, etc.; reported assigned. 

Monmouth—The Shoe Market, Inc. (88 North- 
side Square) ; boots and shoes; reported petition 
in bankruptcy. 

West Frankfort—R. B. Spence (214 E. Main 
St.) ; boots, shoes, etc.; reported assigned. 


IOWA—Fort Madison—The Peoples Store 
(Jack Gelsin, Prop.) ; boots, shoes, ete. ; reported 
offering to compromise at 35 per cent. 

KENTUCKY — Russellville — Edwards Dry 
Goods Co.; boots, shoes, etc.; reported petition 
in bankruptcy. 

MICHIGAN—Detroit—Daniel G. Shapiro (3440 
Hastings St.) ; boots and shoes; reported petition 
in bankruptcy. 

NEW _ HAMPSHIRE — Farmington — Briscoe 
Corporation; shoe manufacturers; reported re- 
eeiver appointed. 

Nashua—Zubick Shoe Co.; manufacturers; re- 
ported assigned; reported called meeting of 
creditors for June 15. 

NEW JERSEY — Palisades Park — Peter 
Zarzaca (Park Lane Bootery) (234 Broad Ave.) ; 
boots and shoes ; reported petition in bankruptcy. 

NEW YORK—Brooklyn—Wachtel Bros. (Tel’s 
poner (1665 Pitkin Ave.); boots and shoes; 
pay Petition in bankruptcy; reported re- 
appointed. 

Caba—John T. Robinson; boots, shoes, etc. ; 
reported petition in bankruptcy. 

New York City—Max Bogad (148 Greenwich 
Ave.) ; boots, shoes, etc.; reported assigned. 


Boor AND SHOE RECORDER 


combining THE SHom RETAILER, June 27, 1931 





Nathan Frechtel (3720 White Plains Ave.) ; 
boots and shoes; reported called meeting of 
creditors for June 11. 

Louis Goodman (197 8th Ave.) ; boots, shoes, 
etc.; reported petition in bankruptcy. 

H. B. Schwartz (1527 Madison Ave.); boots 
and shoes; reported called meeting of creditors 
for June 11. 

Waterloo—James A. McKevitt; boots, shoes, 
etc.; reported offering to compromise at 3344 
per cent. 

NORTH CAROLINA — Burlington — Nathan 
Eisenberg; boots, shoes, etc.; reported petition 
in bankruptcy. 


OHIO—Cleveland—Dorn Shoe Co. (224 Public 
Square); boots and shoes; reported petition in 
bankruptcy. 


OKLAHOMA—Enid—Mary E. Stephens (‘The 
Vogue’’) ; boots, shoes, etc.; reported petition in 
bankruptcy. 


PENNSYLVANIA—Philadelphia—Walter Mar- 
cus (1519 Moore St.) (2971 Frankford Ave.) ; 
boots and shoes; reported petition in bank- 
ruptcy. 

Albert Pincus (4248 Lancaster Ave.); boots 
and shoes; reported petition in bankruptcy. 


RHODE ISLAND — Ashton — Oscar Hecker 
(108 Mendom Road) ; boots, shoes, etc. ; reported 
petition in bankruptcy. 

SOUTH CAROLINA—Denmark—Morris Ness 
(“Ness Dry Goods Co.”) ; boots, shoes, etc.; re- 
ported petition in bankruptcy. 


WISCONSIN—Cudahy—C. Goodman (“Cudahy 





Fair Store”) (1217 Packard Ave.) ; reported 
assigned. 
Milwaukee — Frank Shansky; boots, shoes, 


etc.; reported petition in bankruptcy. 

South Milwaukee—C. Goodman (‘Goodman 
Bargain Store”) (1213 Milwaukee Ave.) ; boots, 
shoes, etc. ; reported assigned. 
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Latest Reports of New Stores, 
Failures, Embarrassments and 
Bankruptcy Proceedings 


New Shoe Stores 


Birmingham, Ala.—J. C. Croseley, 
bernia Place. 

Trenton, N. J.—Jacob Byer, 150 S. Broad St. 

Thurmont, Md.—The Leader. 

Benkelman, Neb.—Chastain & Elliott. 

Comanche, Okla.—Clay Smith, Masonic Bldg. 

Paintsville, Ky.—W. L. Webb. 

Lubbock, Tex.—G. H. Grollman. 

New York, N. Y.—Stern & Tannenbaum Smart 
Shoes, Inc. 

Cooper’s Gap, N. C.—‘‘Comerco”’ Store. 

Greenville, S. C.—H. A. Costner, Woodside 
Bldg. 


539 Hil- 


Brooklyn, N. Y.—D. Kaminowitz, Inc. 

Chesterfield, S. C.—Odom Merc. Co., Inc. 

Detroit, Mich.—Checker Stores. 

Niles, Mich.—Klopfenstein’s. 

Detroit, Mich.—Hoffman Shoe Co. 

Pontiac, Mich.—Frank C. Wood & Co., Inc. 

Webster, S. D.—Potter-Garrick Co., Inc. 

Manning, S. D.—Krasnoff Department Store. 

Lamont, Okla.—Charles Booth. 

Las Vegas, Nev.—J. C. Penney Co. (soon). 

Hutchinson, Kan.—W. T. Grant Co., 107-9 N. 
Main St. (soon). 

McKee, Ky.—Dewey Boggs. 

Winthrop, Iowa—Nick Dauenbaugh & Son. 

New York, N. Y.—Capitol Shoe Shop, 5902 
8th Ave. 

Herrin, Ul.—Sohn’s Quality Store, Inc. 

New York, N. Y.—Herbert W. Diamond Shoe 
Supplies, Inc., Kings. 

Brooklyn, N. Y.—Want More Shoes, Inc. 

Mount Vernon, N. Y.—Solomon Shoe Co., Inc. 

Aransas Pass, Tex.—Clendenings, Inc. 

Cleveland, Ohio—Appels Department Store, 


ne. 
Steubenville, Ohio—Relchblum’s, Inc. 
Anderson, S. C.—Harrill’s, Inc. 
Maxton, N. C.—M. B. Goss, Inc. ; 
Winston-Salem, N. C.—Norwood-Davis Shoe 
Store, Inc. 
Clifton, N. oo ~_ 
Burgin, Ky.—J. F. imonds. 
New York, N. Y.—Kemp Shoe Co., 722 E. 
2338rd St. 
New York, N. Y.—Sunshine Shoe Shops, 126 


E. 59th St. ; 
New York, N. Y.—K. & P. Shoe Repair Shops, 


Ine. 

St. Albans, W. Va.—The M. D. Jacobs Co. 

Dunmore, Pa.—J. A. Mazzetella, 228 Drinker St. 

South Bend, Ind.—Louis Reisman, 730 
Michigan St. 

Sault Ste. Marie, Mich.—S. A. Marks. 

Fulton, Ill_—Nelson & Weber. 

Crystal Falls, Mich.—Abe Mendelson. 

West Los Angeles, Cal.—Walter Price, 11252 
— ne _— i: Sie 

lorence, Ore.—J. R. m 

Lewiston, Ga.—Somerset Shoe Co. No. 3, 415 
Lisbon St. (Mfg.). 

New Haven, Conn.—Sears, Roebuck & Co., 8 
Church St. 

Park Rapids, Mich.—Montgomery Ward & Co. 
(soon). 

Bangor, Me.—Montgomery Ward & Co., 112 
Harlow St. 

Caldwell, N. J.—J. J. Newberry (soon). 

Chicago, I1.—D. S. Komiss & Co. 

Cressey, Cal.—L. H. Moyer. 

Nassau, Minn.—G. C. Baker. 

Eagle River, Wis.—Frank Jonah. 

Eagle Grove, lowa—Wilbur Baker. 

Ottumwa, Iowa—Donelan Company. 

Redwood Falls, Minn.—T. O. Johnson. 


Portland, Ore.—Leslie Plymell, 1354 Mil- 
waukie. 

Seattle, Wash.—S. P. Jensen, Broadway & 
Roy Sts. 


Bellingham, Wash.—Family Shoe Store, 214 E. 
Holly St. 

Boise, Idaho—Steve Belik. 

Bellingham, Wash.—Trunkey & Sons, 
Elm St. 


2600 
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Pacific Northwest Merchants Meet 
[CONTINUED FROM PAGE 81] 


and make frequent calls upon it. The 
mind is the battery and should fre- 
quently be recharged. The annual con- 
vention is a good recharger. 

Miss Ruth Kerr of New York, style 
analyst for the Calf Tanners’ Associa- 
tion, was the featured speaker during 
the initial business session. She gave 
a most colorful presentation of the com- 
ing styles in shoes, and gave her hear- 
ers a close-up not only of colors in 
leathers, but also in woolens, and spoke 
with authority of the various trends, 
declaring most emphatically that browns 
would predominate during the fall 
trade. 

The return of oxfords for the women 
was noted by Miss Kerr, who said they 
would soon supersede pumps in popu- 
larity for general utility. The reason 
for their return was given as the 
craze for health and the fact that 
women are walking more this year. 

It was predicted by the speaker that 
at least 50 per cent of sales would be 
black for the next few months, but that 
to mention brown in the right way 
would mean the extra pair. Only from 
3 to 6 per cent should be carried in 
green. The featured speaker at the 
second day of the convention was 
Madame Hamilton Jeffries, fashion 
editor of BooT AND SHOE RECORDER, 
who gave her hearers a brief insight 
into the situation in the industry. She 
advised her hearers that not only did 
she endeavor to help merchants to 
choose attractive styles, but those 
which would actually move off the 
shelves throughout the year. 

Madame Jeffries lauded the work of 
Miss Kerr and also that of numerous 
other shoe analysts, and agreed with 
her also that color would predominate 
in many lines and that brown would 
be good. It was her belief, however, 
that blacks would predominate in 
women’s shoe wear from August to No- 
vember, after which time browns would 
come in stronger in this section and 
that they would doubtless come earlier 
in Eastern states. 

Madame Jeffries also urged mer- 
chants to watch the fitting of women’s 
shoes. Lower, preferably medium 
heels would soon be demanded. She 
admonished the retailer to be most 
careful in his choice of browns and 
have them lightened up with pipings. 

Carl Douglas of Seattle was elected 
to the presidency of the association. 
Past President Harbke promised him 
every assistance and wished him suc- 
cess as the new head of Pacific North- 
west Shoe Retailers. 

Dave Graham of Everett was chosen 
vice-president. Ward Brazelton of 
Portland was re-elected treasurer. 
Edward A. MacLean, Portland, was re- 
elected secretary-manager. 

Vice-presidents were elected as fol- 
lows: For Washington, Everett Nord- 
strom, Seattle; for Oregon, Will A. 
Knight, Portland; for Idaho, H. W. 
Burnett, Boise; for Montana, Fred 





Garner, Butte. 
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TRIMMED « « 
PERFORATIONS 


Cool, ventilated footwear, with eyelet- 
trimmed perforations, is the fashion highlight 
of the Summer season. Shoe designers have 
created a variety of novel designs with eyelets 
that are striking in their beauty and startling 
in their smartness. The neat, lustrous surface 
of the Diamond Brand Invincible Eyelet gives 
the shoe that desired, well-tailored appear- 
ance, Shoes fitted with these eyelets assure 
foot comfort because of the smooth, roll-back 
setting ... Eyelet-perforated footwear, belts, 
and handbags complete the up-to-the-minute 
sports ensemble. Eyelets are available in a 
variety of styles and in colors to harmonize or 
contrast with every shade of leather or fabric. 


UNITED FAST COLOR EYELET COMPANY 


BOSTON, MASSACHUSETTS 





Shoes by The 
Stone Shoe Co. 
New York City 


DIAMOND BRAND 
e Visible « 
FAST COLOR EYELETS 


Boot AND SHOE RECORDER 
combining TH» SHOR RETAILER, June 27, 1931 

















KKK 





Vulco-Unit Box Toes have long been the ultimate selection of wise manufacturers who seek 
style and beauty at the TOE of their shoes — the one deciding factor. 

It is the stylish toe that appeals to the woman in her choice of dainty footwear — her first and 
last consideration. 

Nowhere in the entire shoe industry is money so willingly spent as in the creation of new and 
striking models and nothing more important than their faithful reproduction. 

VULCO-UNIT Thermoplastic Box Toes not only reproduce the most delicate lines of the last 
modelers art — but assure enduring style and beauty. 

“It’s the beauty of the toe that sells the shoe”. Be sure and specify Thermoplastic BOX TOES in 
your next order. 


BECKWITH MANUFACTURING COMPANY 
Statler Building, Boston 
Largest Manufacturers of Box Toes in the World 


WITH + MFG: COMPANY 
¥ 
v 
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solid leather shoes—the consumer 
wants quality—Time will tell! 


we have made, 
Subscription price, $3.00 per y + 
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Meet the Wife /” 


Ohe young married set were whooping it up at one of 
those perfectly respectable and select Gin Gatherings 
in the Saturday Night Suburbs. The Life of the Party 
arrived fully prepared. They knew it was time to 
laugh. And did he ever set ’em wild with hysterics 
when he said: 

“Meet the wife... but not too often!” 

Now who would ever think an ad-writer could find 
a headline at a house party? 

Well, maybe it’s not so strange after-all. You are 
likely to find most anything at a modern house party, 
things being like they are and everything. 

So now that you know where it came from, here’s 
the headline, slightly altered: 

“Meet the man .. . and meet him often!” 


ee ®@ 


This is the beginning of a series of little talks. 
Mostly about a man. A man of Milwaukee, which you 
already know of course, is in the state of Wisconsin. 

A man whose name creeps into conversation 
whenever Shoe Men gather to cuss, or discuss, the 
making and selling of Shoes. 

You’ve guessed it! The man I mean is WALTER 
J. BOOTH, president of the WALTER BOOTH SHOE 
COMPANY of Milwaukee. 

So don’t be a bit bashful. Come with me! I'll 
take you right over to the next page. I want you 
and you and you— 

To meet the man 


WALTER BOOTH 


302 N. Broadway 


MAN U FAC FY U-R BRS O F 


Retailing at $4.00 to $6.50 
at a profit 
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A Slice of Boloney 


Sometimes I think it all started in the bread and but- 
ter days of Booth’s boyhood. Ideas, you know have 
a habit of springing up in unsuspecting spots. Re- 
member how Goldsmith visited Glasgow on a Tag 
Day and then went home and wrote The Deserted 
Village. You never can tell! 

When Walter was a boy, and it’s not so long ago 
as you might think, he’d often run an errand, more 
or less willingly. He was that kind of a kid. With a 
mind wide open! 

He noticed that a certain butcher always gave 
him a slice of boloney when he called for the meat 
And he noticed too, he always went back to that par- 
ticular butcher, altho there were other good butch- 
ers in the town. 


A slice of boloney! The simplest sermon ever writ- 


ten about Service!) The extra, added something the ~ 
customer does not pay for and does not expect. A 
slice of boloney! Sharing a slice of the profit with 
the man who pays you for what you have to sell! 


eS @ 


They laughed when Walter Booth started in the business 
of making and selling Shoes some six or seven years ago. But 
that was because they didn’t know about the slice of boloney. 


That was because they didn’t know that Booth believed in 
something that has since become pretty widely known as The 
Booth Creed! Surprisingly simple, The Booth Creed, easily ex- 
pressed in words Webster overlooked Give the Man 
Who Buys Your Goods, A Break! 


I’ll be telling you more next week. 


SHOE COMPAN 


Milwaukee, Wisconsin 
MEN’ §S DR ES §S S H OE § 


In stock AAA — EEEE 
Sizes 5-14 





Boor AND SHOE RECORDER 
combining THE SHOP RETAILER, July 4, 1931 











Some More of Those 


SMART NEW FALL 


AAAA’s to C’s 
1to9 


The Salome 








Built | over 1681 Last with 16/8 
Cuban Heel 
No. R-211—Dull Black Kid— 
Harmonizing Trim.$4.25 
No. R-212—Black Suede — Har- 
monizing Trim 
No. R-213—Brown Kid — Har- 


No. R-214—Brown 





Built over — Last with 19/8 
Heel 
No. ome ~ Black — Patent 


No. R-227—Brown Kid — Brown 
Patent Trim 


The Claire 





Built over 1681 Last with 16/8 
ban Heel 
No. R-207—Dull Black Kid— 


No. R-208—Brown Kid—Brown 
Patent Trim 4 


The Phyllis 





Built over 2081 Last with 20/8 
Heel 


Harmonizing Trim. .$4.25 
ear: es 


IN STOCK 


The Bonnie 


“tal 


STYLES 


AAAA’s to C’s 
1to9 


The Lois 





Built over 1881 lon with 18/8 

Louis 

No. R-238—Black Suede — Har- 
monizing Trim 

No. R-239—Brown Suede—Har- 
monizing Trim 

No. R-240—Dull Black Kid — 
Harmonizing Trim. 

No. R-241—Brown Kid—Harmo- 
nizing Trim 


The Gloria 





Built over 2081 awed with 20/8 


Louis 

No. R-200—B lac My *Faillette— 
Patent Trim 

No. R-201—Dull Black Kid Pat- 
ent Tri 

No. R-202—P atent Leather— 
Dull Black Trim... 

No. R-203—Black Suede — Pat- 
ent Trim 


The Lois 


3.85 





Built over 1681 Last with 16/8 
Baby Louis Heel 
No. R-182—Patent Leather 
No. R-183—White Faillette. 
No. R-184—Black Faillette. 
No. R-185—Black Suede 


Built over 1881 Last with 18/8 
uis Heel 
No. R-189—Black Suede 
No. R-190—Brown Suede 


The Isobel 


Built over 1580 Last with 15/8 
Cuban Heel 

No. R-232—Black Calf—Reptile 
Vamp and Trim - 84.25 

No. R-233—Brown Calf—Reptile 
Vamp and Trim. 4.25 


The Rachael 





Built over 1580 Last with 15/8 
Cuban Heel 
No. R-234—Dull Black Kid. 


- = 
No. R-235—Brown Kid 4.40 








An Invitation 


We cordially invite you to visit our display which will 
be held at the Touraine Hotel during the Boston 
Show dates—July 7-8-9. 








Write for Complete Catalog of In Stock Styles 





DYER & HALL, INC., 


AUBURN 











MAINE. 
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A. advertisement in 


THE AMERICAN WEEKLY 


reaches 5,500,000 families, 
comprising nearly % the pop- 
ulation of the United States. 
This is the greatest advertis- 
ing inducement a manufac- 


turer can employ to bring 


customers into your store. 





TH EAMERICAN 


Main Office: 959 Fighth Avenue, New York City 


Branch Offices: Pacmottve Buipc., Cuicaco . . . 5 Winturop Square, Boston . . . er Bonnie Bra gy ANG 
11-250 Generat Motors Bupc., Detroit . . . 1138 Hanna Buipc., CLEVELAND .. been ETTA hl ANTA . ee psy Fick Bupc., St. UIs 
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BROWNS 
VICI 2163 A Brown reflecting the 


spectrum of Fall fashions. 


VICI 2183 A rich deep Brown, 


thoughtfully chosen to complement the 
Fall trend. 


VICI 2253 A Brown bespeaking 
Fall, a luxury for women and a neces- 
sity for men. 


AND 


BLACKS 
VICI 4O1Ts The Dull Finish continues 


the favorite of the sophisticated woman with 
unerring taste in fashion. 


VIC] 40238 A medium Black, brighter 
than Mat but duller than Glazed. . .a finish that 
can go anywhere and always be in the mode. 


VICI 4003 Black Glazed, a staple which 


has often been imitated but never equalled, 
takes its perennial place in the world of chic. 


VICI 4123 a distinguished Green foreshadowing 
the new importance of the colour accent in the accessory. 


VICI 5053 A triumph in Fall Blues. 


VICI 325: A Beige of individual character, yet 
harmonizing with other colours. 


SEND FOR ROBERT H. FOERDERER, INC. 
SWATCHES FRANKFORD, PHILADELPHIA 


VICI kid» 


REG. U.S. PAT. OFF. 
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